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NOW 


over 5000 more 
theatres can 


strike a... 


BRIGHTER 
and WHITER AR C with the NEW 


NATIONAL 7mm 


TRADE -MARK 


“SUPREX” CARBON 


Closely following general acceptance of the sensational, new Imm 
“Suprex”’ carbon, NATIONAL CARBON now offers greatly improved 
screen light for theatres with variable-feed, mirror-type lamps, 
using 7mm high-intensity carbons. Specifically, the new “Suprex” 
carbon provides the following advantages: 


@ Brighter and whiter light 
@ More light at same current or consumption 
@ Same light at lower current and carbon consumption 


S , ee 
\€¢ THE pipFee™ For unequalled uniformity and arc stability, for the best in carbons 


—that research is constantly making better—get complete informa- 
tion on this and other recent NATIONAL CARBON developments. 
Write us — or see your theatre supply dealer who is NOW READY 
TO SHIP THE NEW 7MM “SUPREX” CARBONS. 





Suprex'’ are trade-marks 


ORDER THESE NEW 7mm CARBONS NOW * sea 1 en lag seca 
@7mmx12" Cat. No.L0521 NATIONAL CARBON COMPANY 


0 A Division of Union Carbide and Carbon Corporation 
© 7mm x 14 Cat. No. L 0525 30 East 42nd Street, New York 17, N.Y. 


District Sales Offices: Atlanta, Chicago, Dallas, Kansas City, 


Not recommended for | KW tixed feed ratio lamps 
New York, Pittsburgh, San Francisco 








IN CANADA: National Carbon Limited Montreal, Toronto, Winnipeg 
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Attract More Business! 


YOU CAN’T SELL 'EM IF YOU DON’T TELL ’EM! 


Resolve today to have a display 

hat is large enough for plenty of 

powerful sales copy and enough letters to 

spell it out as you plan it, with a variety of sizes and colors to 

lend emphasis. Then you'll be proud of the appearance of your 

front. Theatres with these modern type boards afford positive 
proof that they do bring in the business. 


EXCLUSIVE FEATURES MAKE WAGNER 
PANELS AND LETTERS THE MOST FAVORED 
WAGNER WINDOW-TYPE FRAMES AND GLASS UNITS 


Because of their stronger construction, plus the fact that they can be installed before 
installing the glass, they are the only frames which can be built without limitation of 
size, and which can be economically serviced through open windows and without 





removing frames. 


WAGNER LOW COST ENDURONAMEL PANELS FOR DRIVE-INS 


Highly effective by daytime, they may also be illuminated by floodlights, 
spotiamps, gooseneck reflectors or fluorescent tubes. Consist of a series of 
best grade 18-gauge stamped stee! panels, seven inches high, that comprise 
both the background and letter mounting arrangement. The uprights are of 
16-gauge metal, galvanized after fabrication. The unit also includes an attrac- 
tive 2” border which is an integral part of the background, and easily 
attached end pieces. Two-thirds the cost of porcelain enamel. Finished in a 
newly developed baked enamel which by long, exhausti e tests has proved to 
be chip-proof, shock-proof, alkali-resistant, and salt-spray resistant. 


WAGNER TRANSLUCENT PLASTIC LETTERS 


The easiest changed of all letters. The new type tapered slotting (Pat. Pending) causes 
the letter to “‘lock’’ on the bar and not be disturbed by even high winds. The only letters 
that can be stacked in storage without danger of warping. Five sizes in five gorgeous 
colors ... the widest range on the market. Also slotted aluminum letters in the largest 
range of sizes, styles and colors. 


NOW CHANGEABLE COPY SIGNS 
CAN BE CHANGED WITH EASE! 


A mechanical hand facilitates the servicing of high panels, particularly 
those which heretofore could not be changed 


WITHOUT THE USE OF LADDERS! 


10-ft. length (for signs 
This hand firmly grasps a Wagner letter and with top row up to 16 
removes it or places it straight on the sign face feet) $27.50 
by use of a tensioning lever at the end of the ee Umm 
handie. It can be used only with Wagner letters. with top row up to 20 
feet) $30.00 


F,0.B. Oklahoma City 
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The Problem of 
Third-Dimension 
At the Drive-in 








Wie prospects for the avail- 
ability of third-dimension product hardly 
make stereo projection a matter of urgent, 
consideration in the outdoor field generally, 
it naturally has set the drive-in operator to 
wondering how his kind of theatre can be 
adapted to its requirements. 

Inquiries about it indicate that the first 
question to rise is, ‘What about this 
aluminum screen—couldn't i just paint over 
my screen with aluminum paint?" The 
answer, with certain reservations, is yes. 
But that doesn't help much. The big prob- 
lem is light. 

A problem of picture brightness isn't 
something altogether new to drive-in oper- 
ation. Fortunately, the outdoor theatre has 
special appeals which allow considerable 
tolerance toward physical shortcomings of 
the performance. In stereo projection, how- 
ever, light output is cut about 50°, at the 
ports! That's a lot of light to make up by 
going to larger lamps, assuming one could. 


AitHoucH third-dimension 
images possibly may be viewed with greater 
acuity than those of two dimensions, such 
visual advantage, if indeed one exists, 
would not be sufficient to permit much re- 
duction of picture size. The maximum view- 
ing distance of a drive-in is ten times the 
width of the picture, sometimes more, com- 
pared with four to seven times in regular 
theatres. 

There is further light loss (variously esti- 
mated up to 15°.) from the polarizing 
spectacles; additionally, the more effective 
a screen surface is as a non-depolarizing 
reflector, the greater the ''fadeaway' of 
light toward the edges. 

That is the real problem presented to the 
drive-in by third-dimension. 

There wouldn't be a 3-D light problem, 
of course—and indoor theatres are not al- 
together free of it—if the dual projection 
setup, with its two lamps, produced an 
image twice as bright as one lamp: would 
produce. Light at the screen is twice that 
passed through each port, but each beam 
produces one picture that can be seen by 
only one eye. Result, one mental image of 
the brightness perceived by each eye. 

—G. S, 

















Ti. article here presented 
reports only the remarks added to the 
information given in direct response to 
questions submitted in the 1953 Thea- 
tre Sales Survey conducted by Better 
Theatres. That information, plus the 
1953 Theatre Sales Champions — the 
leading brands named by exhibitors — 
will be reported in the 1953 BETTER 
THEATRES GUIDE, appearing in March. 


ymment from 
heatre Sales 
1953 Survey 


EFRESHMENT service is 
now firmly entrenched as a vital part of 
the general operation of the yreat majority 
of American motion picture theatres, and 
in the course of its development exhibitors 
have acquired some very definite opinions 
and ideas about various phases of it. As a 
part of the 1953 Theatre Sales Survey of 
refreshment vending, just completed by 
Berrer ‘THEATRES, operators were asked 
to express themselves on needs and policy 
in whatever respect they saw fit. And ex 
press themselves they did—quite freely and 
frankly—on everything from “low” candy 
profits to the lack of proper advertising 
material to boost snack bar sales! 

Despite dislike of refreshment vending 
among some exhibitors, the great majority 
W theatre operators responding have indi- 
cAt® that it is in the theatre to stay and 


—fora Nery good reason—the profit it af- 


fordy Een the “art” house managers are 

é ° . 
begin ng pay more attention to this 
oe ise Of theath operation for that very mo- 


he of thet. who now uses only coin 


“AAMiizh income bracket 


Mptfines ith oneNor drinks and another 
or-candy, Weiates Me could increase his 
nm Sales n Gif hy had facilities for 


p 


catered to,” he says, 

re eral Miss made over them. ‘They 
oor serve themselves to any degree. 
as lon# patronize the machines as much 


y Zo 6” thei “chauffeurs who wait in the lobby 


ty pe op A A A Xo tae them home!” 


c 
Ko vy t/ OA A 
Sib og oe 
» my yh oy 
2 
"ig 


NXE 
\% 


number of complaints were voided, 
lowever, of low net income on candy, “‘As 
a 5¢ item,” writes one manager, “candy 
is not profitable enough. However, all 
candy would have to be made as a 10¢ 
unit before it would move at that price.” 
Some operators have found a solution to 
the problem by raising “nickel bars’ to 
6¢ or 7¢ and “dime bars” to 11¢ and 12¢. 
Others, however, object to this practice as 
“not making for good-will.” As a result, 
one of these says “we prefer to hurt gross 
sales rather than increase the gross from 
the extra penny revenue.’ And another has 
found that keeping candy prices down to 
the nickel and dime level will “induce the 
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xhibitors Size Up the 


nack Bar's Place and Needs 


In the questionnaire of the fifth annual Theatre Sales Survey 


theatre operators were asked also to express themselves on vending needs and policy 


and express themselves they did, freely and frankly 


customer to purchase two bars instead of 
the customary one. Sales doubled when the 
price was reduced recently.” 

Still another operator found that when 
he added an extra cent to candy bar prices, 
customers began bringing their own candy 
in from the outside! He blames the neces- 
sity for the price raise on the fact that 
“wholesalers charge us more than their 
other customers. If we could get merchan- 
dise at regular prices, we could drop the 
extra Then 
happy, and all would make a fair profit.” 


penny. everyone would be 


Q PUSH “PROFIT ITEMS” 


Some exhibitors have adopted the prac- 
tice of promoting other items on which the 
profit proved greater. “Although we could 
sell twice the amount of candy, the profit 


is low,” in the Midwest, 


says a manager 
so we only stock it and push our more 
profitable products.” 

Other changes operators would like to 
see regarding candy include its packaging. 
“It should be 


says a manager in ‘Texas, “around three or 


packed in larger boxes,” 
four hundred to the box. This would elim 


inate labor costs to the manufacturer as 
well as reduce the cost of boxes.”’ And an 
operator in Boston would like to have ‘“‘a 
more uniform count in bar goods packing.” 

Regarding the value of vending machines 
for candy, there is divided opinion among 
A good many 


theatre men. theatres—par 


ticularly in the larger cities—have a mach 
ine adjacent to the snack bar and sometimes 
up in the balcony. On the other hand, many 
small theatres still have only machines to 
‘Those 


increase the volume of 


dispense refreshments. who favor 


them believe they 
sales and also profits. 

A main objection to the machines among 
theatre men is that they can’t do the “‘sell- 


ing job” that a counter attendant can. As 


a Washington manager put it, “Vending 
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machines do not draw trade; they simply 
supply a need if people are hungry. A girl 
with a friendly smile behind a counter in 
vites people to pause and buy.” 

And this objection is raised by a Kansas 
manager: “I don’t think merchandise is as 
attractive in a machine as it is when dis 
played on the counter. When you see it in 
Is it 


fresh? How long has it been in the mach 


a machine, it makes vou wonder: 
ine?” 


Cigarette machines have been installed 


in a number of theatres primarily, it 
would seem, for the convenience of patrons. 
“While the profits are low,” says an Ark- 
ansas manager, “it keeps my patrons from 


running to the drug store during inter 
missions.” 

Regarding machines, two other types of 
complaints were expressed. A manager in 


Illinois believes that better maintenance 
of the equipment by the servicing compa 
nies would “be a considerable help to us.” 
And an owner in ‘Texas has found that the 


profit in machine vending is “too low.” 


@ WANT SELLING AIDS 


Manufacturers in the candy, beverage 
and ice cream fields were condemned by a 
large number of theatre operators for their 
lack of assistance in providing promotional 
material in the form of trailers, posters and 
other devices. What little is provided is put 
to use, but a good deai more of such mate 
rial is desired. 

Commending the Coca Cola Company 
for a trailer it furnished him, a Kansas ex 
hibitor urged other companies to do the 


same. “I wrote to a lot of them,” he says, 


“and was able to secure only one trailer 


and that on a loan basis. However, a few 
companies indicated that they might con 
sider it if there were a demand for it. 

“It seems to me that with some 20,000 


theatres and most of them handling a full 


line of candy, drinks, ete., the manufac 
turers would be glad to furnish trailers and 
the exhibitors vlad to run them regularly 
he added. 

Beech Nut Pac king 


praised for their theatre trailers by a man 


Company was 
ager in Kentucky, who wishes other compa 
nies would do the same 

\ tew 


having 


make it { 


atter 


theatres practice ot 


mNtermiissions showing a re 
freshment trailer, according to the survey; 


Mass 


ager declared it to be especially ettective on 


commenting on this a ichusetts Wain 


Saturday afternoons when many children 


are in the theatre 


@ “THE PLAY’S THE THING” 


Some ot the operators answering the sul 
vey complained about the “nuisance” of 
conducting a refreshment operation at all. 
Not all of these were so vehement in their 
denunciations as one manager in the East 


who declared, “I am running a theatre 
been for 41 


vears!”’ But several of them did offer defi 


not a restaurant—and have 
nite reasons for their objections 

Foremost among such complaints is the 
“confusion, noise and disorder” which they 
say revolves around the refreshment stand 
An operator in upper New York State be 
lieves this ts SPEC ially true of theatres cat 
difficult to control 


( hildren 


to the snat k 


ering to children. “It i 


the noise and confusion of run 
ning up and down the aisle 


; We are 


doesn’t harm out adult trade more than it 


bar,” he says wondering if. it 
is worth in profits to us.’ 

This idea that 
alienate the adult 
an operator in Washington, D. ¢ 


the snack bar erves to 


audience Was expre sed 


also by 


“The ovet empha is on. concessions,” he 


says, “has become a Frankenstein monster 


that will, in time—if it hasn't already done 


so—take away all the glamor, all the rom 


(Continued on page 238) 













Where figh 


’ 


THEATRE MEN 


HREE MEN who had yvambled so 
much stood ino thei high top boots 
by the trail, emergency dyke ot 
sand-bays and literally held their breath 
Just a few inches higher and the swollen 
flood waters would break through, cascade 
into the beautitul theatre auditorium and 
hopele | ruin. thousand of dollars of 
equipment 
It was far too late then to dismantle and 
ive the |,000-0dd luxurious orchestra seats 
nd other furnishings, Sesides, the men 
were cold and bone-weary. In 24 hours 


they had just removed equipment trom thei 


other two slightly lower-lying downtown 
\lanietta (Ohio) theatres. In not moving 
the biy house, they were gambling many 
thousand but they telt sure they were bet 


ure thing 


ting ona 
Year 


stimate Ww ith UNCANNY accuracy the ultimate 


of experience had taught them to 

























































































AGAINST THE RIVER 





By ROBERT A. WILE 


crest of any given Marietta flood. And they 
were confident that while the rising waters 
that year would surround the big Colony 
theatre, a low wall of comparatively cheap 
sand-bags would bar the freshet from the 
iuditorium and save the expense and dam 
ave of moving. 


They But it call 


three inches more and the little dyke would 


won. Was a close 


h ive bowed to the pressure, 
This 


flood’s coming crest is but one of a thousand 


ability to estimate accurately al 


unusual technical skills a Marietta theatre 


manager must acquire, ‘Trouble Is, 


alike ’ 


factors enter each difterent equation, 


no two 


floods are exactly too many varying 


Burt 


Vears ot experience have developed an oun 


Auditorium of the Ohio 
stripped for floodwaters 
(left). Shown are Dur 
ward Duty (at right), 
manager; and Lloyd 
Miller his assistant 
standing just above the 
front 











twelve rows of 


submerged seat stand 
ards, which are all of 
he chairs left 
ing, the cushions having 
removed. The 
rolled 


picture 





remain- 








been 





been 
up. And _ this 


was made 


screen has 








during a 
flood 
that in the year of 1952 





relatively minor 











ting a flood is a routine of management 


Along the Ohio and its tributary rivers, springtime 
is possible floodtime. Two of the worst years were 
1937 and 1943. Pictured above is the Ohio theatre 
in Marietta on each of those occasions. In 1937 the 
almost reached the marquee (left-hand 
view); in 1943 it actually did rise to the attraction 
board—just after the letters spelled out the title of 
the picture “One Way Passage. The Ohio is one 
of three Shea Circuit houses 


water 


in this flood area. 


highly accuracy in 


canny, but 


necessary 
Marietta’s downtown businessmen. 

This city of 25,000, nestled at the con- 
great rivers, has its 
flood problems. As a 
fact, so does each of the towns that border 
the mighty Ohio—all different. But Mari- 
etta has the great Muskingum, too, which 
Ohio. 

Then the Monongahela and Allegheny, 
which the Ohio at Pittsburgh, 200 
miles above, bring all the water trom half 
ot West 


Pennsylvania. 


fluence of two own 


peculiar matter of 


drains more than one-third ot 


torm 


Virginia and most of western 
All this wetness must some- 
Usually it 


the beauty of 


how pass Marietta’s doorstep. 
does, and Mariettans enjoy 
their rivers and are proud of them. 


While the bette: 
the 


But not always. resi- 


dential district: lies on beautiful sur- 


rounding hills, or on flats high above flood 
level, practically all the business district is 
in “the crotch of the creeks,” an easy prey 
to cold, swift and mighty muddy waters. 
Because of 


flood-wall, or the often proposed raising of 


several factors, a protecting 
the town, is not now practicable. 


But 


waters of its two rivers there ts usually am- 


Marietta is so far from the head- 


ple warning of the rising waters, and time 


} 


' 
to assemble vital data on how much to ex- 


pect, and when. Because of the many, many 


tfactors—rate of rise, speed of current, rain 
tall and accumulated snow and its location, 
below, ete.—each freshet 


rate of run-oft 


presents a new equation. 
the best guesses won't stop the 


When the pre- 


+3) 


However, 


onrushing, muddy waters. 


/ 


(Continued on pade 
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Today’s He likes to 
theatre patron stretch out... 


expects He wants 
LIVING ROOM more 


COMFORT | KNEE ROOM 


HEYWOOD- 
WAKEFIELD 


EST. 1826 





Heywood-Wakefield’s TC 703 AIRFLO 


Chair, widely spaced for freedom of 





passage, allows your patron to lean 
back, stretch his legs and enjoy 


uninterrupted entertainment. 


This AIR FLO with its spring filled, upholstered headrest ( omfort is our business... in theatre seating 


. . ; > ? > ti > 
and coil spring seat and back offers comfort comparable as in Heywood'’s famous household furniture 


. 


like the Modern platfor m rocker at top 


to the finest easy chair at home. The reclining “rocking chair” 


action of the exclusive Heywood-Wakefield spring base 

<diaapaball ie ‘ a HEY WOOD-WAKEFIELD 
mechanism retains a scientifically correct pitch of . 
“4 Theatre Seating Division 


back-to-seat regardless of how the occupant shifts his weight. 
Venominee. Vich 


For further information contact your Heywood - Wakefield 
representative or write for the fully illustrated catalogue on Sales Offices 
Heywood -Wakefield Theatre Chairs. Baltimore, Boston, Chicago, New York 
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method in 


Management 





* 


staff supervision 
institutional advertising 
exploitation equipment 
housekeeping & maintenance 


and related activities 





By CURTIS MEES 


rHE HIGHEST praise that 
can be piven a theatre manager is to call 
him “a good showman.” Often what is 
meant is that he is clever at exploiting at 
traction But the word showmanship is 


also used in the broader sense of those func 


tions, whatever they entail, which consist 


ently ittract patronaye, A good showman 
continually tries to make his public inter 
has to offer. He also 


endeavors to make his public conscious of 


ested in the show he 


his theatre as a particularly pleasant place 
in which to see a show, and that involves 
In this introduction to 


a variety ot duties. 


i discussion of theatre management, ad 
dressed especially to staff members aspiring 
to be managers, and to those who have not 
been managers very long, we shall examine 
this thing called showmanship to see what 
it is made ot 

It is, of course, exp/ottation—advertising 
and any other activity by which attractions 


“Ballyhoo” is 


used in showbusiness, and it 


can be sold to the public. 
a term widely 
covers a multiplicity of activities related to 
exploitation and promotion, Basically it is 
the use of some striking method of attract 
ing public attention, such as skywriting, a 
bannered sound truck on the streets, or an 


“front” for the theatre emphasiz 


unusual 


12 





otion Picture THEATRE—— 
MANAGEMENT 


CURTIS MEES entered the 
still in high school, as an ush liek 

Charlotte, N. C., his home town. When his family removed 
to San Francisco, he worked on the floor at the Paramount 
there. Returning East in 1931, he became chief of service 
at the Paramount in Charlottesville, Va., also taking some 
courses of study at the University of Virginia. Within the 
year he was promoted to assistant manager and transferred 
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to the Paramount in Lynchburg. Returning to home territory, Mr. Mees served 
his original employers in several cities. With the outbreak of World War Il, he 
enlisted in the Air Force. After the war he engaged in non-theatrical business, 
but soon returned to theatre management, joining the circuit with which he is 


now associated in Atlanta. 





ing the picture. “Vhere may not be anything 
“new” in this field; however, the showman 
“angle,” or twist, to give 
It is that little differ 
which mark the 


Remember that the peculi 


tries to find a new 
to the old treatment. 
ent touch will ballyhoo 
as being yours. 
arities of your specific community will dic 
tate the treatment which should be accorded 
these stunts in promoting a picture for you 
what is successful in, say, Philadelphia 
may not vo over so well in Palo Alto! 
“Publicity” 


tion, and it can be both vood and bad. At 


is another tool of exploita 


one time it was believed that all publicity 
was good, if one’s name was spelled cor 
rectly! Today we realize the fallacy of that 


attitude and strive to control publicity. 








‘To a large extent the character of your 
house publicity will be a direct reflection of 
your own personal character, because you 
will find those who control publicity media 
extremely sensitive and responsive to the 
personal touch. For example, your personal 
contacts with the press in your community 
will greatly influence both your ability to 
secure newspaper publicity, and the nature 
of the stories written for and about your 
that is, over and 
taken bodily 


attractions and theatre 


above the “canned blurbs” 
from a press book. 
“Timing” is most important, for pictures 
are frequently as perishable as fresh eggs! 
In a first-run house, you may have a picture 


sneak up on your blind side with little or no 
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advance publicity, even in the trade press, 
and certainly with no press sheets or other 
selling aids available! In these instances it 


is up to you to improvise ways to give 


~ 


picture the “treatment” you think will g 
for it the most business! 
Another element of timing consists in the 


the | 
>t | 


use of holidays and in tie-ing in with some | 


local event. 


when not to play some attraction 


equally, you must be aware | 
which | 


might confiict with local sentiment, or when | 


not to use some torm of advertising because | 


it might offend. 
Another factor as of high importance ts 
publi 


loosely 


relations. Vhis is a term rather 
used today, but is coming to have 
Public 


been roughly defined as the continuous en 


more serious. study. relations 


lightenment of pubtc and employees ot the 
over-all policies of the management. Using 
this as a vardstick, 
good public 


importance of maintaining 


relations in the community. 


has 


one can easily realize the | 


While not an absolute essential to a good | 


showman, it certainly 


extrovert! Not that the sound and fury 


helps if one is an | 


of a full-blown extrovert always denotes a | 


good showman, but the world is usually 
talking 
about a subject they are interested in. And 
NO'T interested 


battle for personal survival in a highly com 


ready to listen when someone. is 


in movies? 


who is 


petitive world is well met in the life of the 
theatre people though, fortunately, it is not 


‘The | 


quite so fierce in managerial circles as it is | 


in stagecraft. If you would be more suc- 
cessful than your brother (or competitor) 
showman, it would be well to remember 
that the meek shall not inherit the top posi 
tions in show business! 

All of these functions add up to sales- 
manship. Good salesmanship is a basic art 


which merits continuous study by both the | 


neophyte and the experienced theatre man- 


ager, as there is always something new to | 


be learned. A good showman is a master 


He must know human nature. 
He must keep abreast of trends of the times. 
He must be alert to competition. 


know when to take the calculated risk and 


salesman. 
He must 


his opinion with an_ enlarged 


He 


back up 


budget. must know how to sell a 


“turkey” (a poor attraction) without losing | 


his reputation in the process! 
a master at winning friends and influencing 


people. And he must know his product, 


even. though it changes in character 52 


times or more a vear. 
OFFICE MANAGEMENT 


Organization is an important phase of 


any management operation; in the theatre 


it is particularly important due to 


diversity of duties. Setting up something of 
a routine office procedure will eliminate, 


or at least minimize, many of the petty 


He must be | 


the | 


° | 
headaches and prevent overlooking smaller 
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This easy-to-clean rest room features Plain-Color Marlite walls 


...for beautiful interiors that eliminate 
painting and save upkeep costs! 


Marlite plastic-finished wall and ceiling panels cut your maintenance 
costs right from thé stare by eliminating cracked, discolored 

walls and annual redecorating. The soil-proof finish looks like new 
for years with just an occasional wiping with a damp cloth 
Available in many colors and patterns, including new woods and 
marbles, Marlite can be installed quickly and easily 


without business interruption. 


Modernize with economical Marlite for beauty without costly 
maintenance. For entrances, lobbies, lounges, rest rooms, offices, 
candy cases, counters, doors, fixtures, and other service areas 


Marlite. 
write MarsH WALL Proptcrs, INC., Dept 


See your building materials dealer, of 
Dover, Ohio 


insist on genuine 
409, 


Subsidiary of Masonite Corporation. 


Marlite 


PLASTIC-FINISHED 
ee eee ee 


for creating 
beautiful 
interiors 











a One way to keep posted—he a coupon Clipper 











FOR THEATRES OUTSIDE U. S. A. AND CANADA— 
FOR STUDIOS EVERYWHERE— 


No Matter What You Need...Westrex Has It! 


Westrex a complete supply and 
to meet the needs of studios throughout the world and of 
theatres outside the United States and Canada. Look to Westrex. 


Westrex Corporation 


111 EIGHTH AVENUE, NEW YORK 11,N. Y. 
HOLLYWOOD DIVISION: 6601 ROMAINE STREET, HOLLYWOOD 38, CAI 


Distribution and Service for the Motion Picture Industry 


maintains service organization 
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det mothe ish of each day ACTIVITY 
It w low the manaver to attend to the 
more wnportant matter which he alone can 
handle 

I he pe ot our theatre will dictate 
nor oper ind closing hours, but it is 
OO"U | tice tor the manaver to be at the 
ofhce at |e one hour in advance of open 
ing time. That is a minimum; in many in 
tances it \ e necessary tor him to be 
atsothe eatre even earlier. By setting a 
rood ¢ nple promptne the Manayes 
in expect equally prompt action from the 
taflt 

It videl epted custom for the 
manave to quit for the day after the box 
office is checked up, around 10 p. m. Suy 
pertime ene! from 4:20 to 7 p.m 
when busine it a low ebb 


Let us now ce how the various activities 


inized throughout the week 


Probabl the most important invle tac 
tor in the succe of a motion picture thea 
tre |} no the buyin and booking ot film 
kearly no the week it well to set aside ul 
revular time to tudy of current and fu 
ture bookin If yours is a circuit opera 
tion there wall be i central booking depart 


ment, which doe 


the buying: but this 


doe not relieve the manager ot the re 


ponsibility of checking the bookinys to sug 


rest appropriate changes. In an independent 


operation tl vill require even more time 


ited ettort to kee pup w ith cur 
the 


ind concent 
rent teature rel ind do buyiny 


Cust 


and bookings which will be discussed at 


greater length in a subsequent installment 


Each 


date the 


in advance of chanye 


the 


week well 


hedule tor next attraction 


should be made to verify running times and 


secure additional short subjects, if neces 


iry, to fill out a balanced program of suit 
inadust having so many intangible 


elements aftecting each picture engagement, 


uch is weather opposition, type of picture 
ete., itl ilmost unpossible to sav with an 
degree ot certainty his should have been 


| 
thre result Second uessIny is Tust as popu 


lar in the film industry as in sports; few 
booking ire com letely right ol completely 
wron Phe best anyone can do is to keep 
booking errors at an absolute minimum 
| iking i res ular time each week to study 
j , ' 

DMnOK TT will 0 i long way to ichieve 


th il 


HOUSE INSPECTION 


Iti ery mmportant that all parts of the 
theatre be inspected regularly by the man 
wel or his assistant) to minnnize the 
hazard of accidents, to promote good house 
keepin nd to keep down maintenance 
costs 


14 


Carpeting is a prominent figure in acci 
with claims that it was loose or 
fall. Any 


small defect in carpeting should be imme 


orn, thereby contributing to a 


remedied; and if the manager has 


established a regular pattern of inspec 
tions, that in itself helps the detense. 
‘Through the years carpeting also has a 
tendency to stretch and theretore wrinkle; 
dangerous and it also leads to wear 


Ushers 


onditions promptly. 


this Is 


it that point. should report such 


Lighting is another factor in accidents 


ind a policy should be established in’ the 
burnt 


out bulbs will be replaced on a daily basis, 


operation of the theatre whereby 


with immediate replacement whenever no 


ticed. If your theatre has an emergencs 
lighting system for use in the event of 
power line failure, this should be tested 


regularly. 

‘The wattage for various fixtures should 
be determined by the manuagement, not 
left up to an electrician, as this contributes 


to the appearance ot the theatre 


Stair railings should be caretully exam 
ined each week to determine if they are 
working loose. 

Seat coverings are sometimes cut by 


mischievous youngsters, and undersides of 
seats are often used as repositories of used 
chewing yum. Loose seat springs can dam 
ave patrons’ clothing, and seats may come 
loose from the standards. 

One ot the most neglected parts of some 
theatres, yet the one area which creates the 
most lasting impression, is the restrooms. 
dors here have a nasty habit of becoming 
prevalent in many theatres, and some man 
wers think it sufficient to use strong-smell 


blocks 


objectionable 


ing deodorant and sprays to ove! 


power the odor. ‘This is a 


for consistent cleanliness. 


( hec k 


the women’s room, 


poor substitute 


Have 


throughout the 


your — cashiers conditions 


day in 
and the porter and ushers do the same for 
the men’s room, 


‘There should also he regulat weekly In 


spection of the “hidden” parts of the thea 


tre which tend to accumulate trash and 


other detective conditions. “Uhis would in 


clude the projection room, stage, dressing 


rooms, employees’ rooms, storave areas, ete. 


ADVERTISING SCHEDULES 


One of the most important phases of 


the manager's office routine is the develop 


ment of an advertising program on each 


attraction, If at all possible, he should set 


iside a specific day each week to sit quietly 


ind develop the “campaign” and get down 


to the physical work of turning out the 
various ad copy required. 
“selling” theme of a 


Che principal par 


ticular attraction should be determined by 
the manager and tollowed in all the adver 
and concentrated at 


tising tor uniformity 





tack. If this is carefully done, the patron 


will gather an early impression from the 
theatre displays; then the newspaper, radio 
and television ads will continue with the 
same basic appeal ; and finally he will see 


the same line of copy on the theatre front. 


PROMOTION ANGLES 


One of the simplest, most inexpensive, 
a theatre manager can 
“thank 


who have 


vet rewarding tasks 
undertake is that of writing a tew 


vou” notes each week to those 


extended their cooperation in promoting 


his attractions. Unfortunately, after a pic 
ture has played and the enthusiasm gene 
ated during the campaign has fizzled out, 
the impetus has also disappeared to say 
‘thank you” to those who were kind enough 
co furnish window space for displays, who 
bought ad space and shared it with the 
theatre, and who otherwise pertormed acts 
of service. 

In years gone by the press books of the 
film distributors contained many different 
exploitation ideas, but these have become 
more limited in scope. Perhaps this is in 
trend of the which 
the 


line with the times, 


seems to be away from bizarre and 


“corny” exploitation devices. ‘The motion 
picture has “growed up,” and it is only nat 
ural that sales angles should mature accord 
ingly. Even the smaller towns are finding 
it not quite so popular and beneficial to in 
dulge in some of the routine “gags”? which 
were in vogue twenty vears avo. 

This, however, is a controversial subject 
among theatremen, so let us not enter too 
deeply into the philosophy of the matter 
other than to say it is advisable to give thor- 
ough consideration to the question of utiliz- 
ing some of the basic exploitation and pro 
motion media in connection with each at 
traction. 

Not all pictures are adapted to exploita 
tion stunts; if the idea doesn’t really tie 
in, it might be better to save it for a more 
appropriate picture. Promotions such as co 
operative advertising and store windows, 
may be more appropriate. They require con 
time to Stores 


siderable advance arrange, 


of any size and importance usually plan 
their window displays, for example, weeks 
and even months in advance, so to take ad- 
vantage of a ‘‘fashion” angle and hope to 
get window display in the store one must 
present a request as tar in advance as pos 
sible. 

Analyze all these outside activities in the 
light of their potential pay-off at the box 
office, and try to calculate the cost to the 
theatre in extra payroll, rentals for special 
equipment and artist’s time and material. 
Frequently you will tind the costs equal 


to, or higher than, the potential results 


(though vou may get some very fine “‘eve- 
wash” in the form of pictures and news- 


paper stories to forward to the home of- 
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fice). Visiting press agents, sent in by film 
exchanges to assist in promoting a particu- 
lar picture, are inclined to “Shoot the 
works” on exploitation stunts and we must 
put their suggestions under the microscope 
along with our own. 

This is not to belittle exploitation stunts 
and promotional tie-ups. Not at all, for 
they can be extremely valuable. Certainly 
we do not wish to overlook a single possi- 
bility in selling an attraction. And the 
master showman should know all the basic 
“oags” and their appropriate use. The sug- 


vestion is rather that emphasis should be 


put on the better ideas. 


CIVIC ACTIVITIES 


One of the most important activities on 
your business calendar lies under the head- 
ing of civic activities. It covers a multitude 
of outside duties. This is part of your Pub 
lic Relations Program and should result, 
in the long run, in many extra dollars. 
will find that he 


occupies a niche of honor in his community 


‘The theatre manager 


and is expected to participate in civic af 
fairs along with the other “‘leaders.”” Vhis 
is flattering, but it also takes measure of 
the man to see how much of this he can 
handle adroitly along with his duties within 
the theatre, furthering the public relations 
of his house without neglecting his imme- 
diate responsibilities at the theatre. 

In this connection, a manager is occa- 
sionally called upon for financial support 
in a civic project, or the use of the theatre 
screen and lobby in behalf of some local 
public project. Not all such appeals can be 
vranted; therefore, the manager would do 
well to consider these matters in advance, 
when possible, and be more or less prepared 


for the request. 


PASSES 


From time immemorial we have had 
gate-crashers with us. It can be a real prob 
lem, this matter of the “free pass,” if it 
gets out of hand. Basically there are two 
forms of passes, the trip pass for one per 
Re Me mb¢ , 
it is your merchandise you are giving away 
to sell! So be 


sure vou yet value received for the passes 


formance, and the annual pass. 


the only thing you have 
you distribute. Properly used, they can se 
cure many worthwhile advantages for the 
theatre which no amount of money could 


buy. Discretion is the watchword. 


SCREENINGS G&G SNEAK PREVIEWS 


Word-of-mouth advertising is one of the 
most powerful media open to the promotion 
of screen attractions and it should be care- 
fully cultivated. When you have a picture 


(Continued on page 44) 
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ALUMINUM BASE VOICE COIL 


@ Unaffected by moisture or tem 
perature variations 





@Prevents warping, swelling or 
buckling 

@Provides increased power han- 
dling capacity 

© Dissipates heat faster than pa 
per voice coils 





SPECIALLY TREATED CONE 


@ Resists moisture without im 
pairing response or sensitivity 


& 


ALNICO 5 MAGNET 


@ Maximum speaker efficiency 





SPECIALLY DESIGNED AIR GAP — 
@ General Electric engineered for 


drive-in speaker needs ADDRESS 


i? it CITY 
A Xe i 
age . ig 
gs — a 
7 wn] [sss Xe, 
ey YEARS OF ELECTRICAL od 
ay PROGRES £ 
A 


~~ 
— 


Now is the time 
to buy on time payments 


DRIVE-IN EQUIPMENT 


SYSTEM DI 501SS WITH 


@ Super Simplex @ High Intensity Lamps 


Projectors @ H.1. Generator or 
@ Rotary Stabilizer Rectifiers 
Soundheads @ 250 W. Amplifier, 


@ Series 11 Coated Lenses Tubes & Monitor 


—made up of new and rebuilt like 

new components—ALL FOR $3495 
OTHER OUTFITS FROM $1595 
GET OUR LOW PRICES ON 


oundhead amplifiers, 
cable, marquee letters, 


S.0.8 CINEMA SUPPLY CORP. 
602 West 52nd Street, New York City 


Send for equipment listings 


projectors 
speakers, underground 
screen paint, ete 


Choose from 4 


Thomas A, Fdison,a G-t Voundes i 
Invented the Phonograph im 18 


SEND FOR FREE INFORMATION 


General Electric Company, Section 2833 
Electronics Park, Syracuse, New York 


Please send me a copy of your Loudspeaker catalos 





RIVE-IN SPEAKERS 


For Climate Control 


G-E Drive-in Speakers are literally tailor- 
made to meet the requirements of stand-out 
performance under exposed, all-weather con- 
ditions. Constant research and testing con- 
tinues to deliver products that feature low 
replacement... high performance. 


and 514 sizes... designed 


to overcome all the problems of outdoor in- 
stallation. Heat, cold, rain, and constant use 
are worries of the past for the smart theatre 
operator who insists on G-E Speakers. 







STATI 


ss” “GENERAL @@ ELECTRIC™ 


— Comfort in 


GRIGGS CHAIRS 


Comfort the minute 


they're occupied! 
Their Beauty sparkles! 


Superior construction 


gives years of service. 


WRITE FOR CATALOG 


GRIGGS EQUIPMENT CO. 


Belton, Texas 








wie a boas 


SET TST 





35 YEARS OF WORLD LEADERSHIP 


VALLEN 
FLOATING 
CURTAIN 
CONTROL 


LOW-COST 
DEPENDABILITY 


This low-cost unit offers 
a Curtain Control that is 
simple efficient and long 
lived. Suspended on the 
curtain operating cable 
it maintains an even, con 
stant tension and adjusts 
itself to take up as much 
as 12 inches slack 


Vallen Floating Curtain Control offers a 


superior unit at very low cost. 


There is a Vallen model for every Curtain 
Need including Round-the 


Corner and Rear-Fold requirements. 


Operating 


WE'RE HEADQUARTERS 
FOR YOUR PROBLEMS 


VALLEN, Iwnc., AKRON 4, OHIO 


NATIONAL 


EQUIPMENT & SUPPLIES 


VERY 
for Thea tre Need! 


> | 29 BRANCHES- COAST TO CoasT [4 





For The Best Signs You'll See . 


ADLER 


CHANGEABLE LETTER DISPLAYS 


ADLER GLASS-IN-FRAME DIS- 
PLAYS—‘*REMOVA-PANEL” — 
“THIRD DIMENSION” PLASTIC 
G&G CAST ALUMINUM LETTERS 


ADLER “‘SECTIONAD’’ LOW COST 
CHANGEABLE LETTER DISPLAYS 
WRITE FOR FREE CATALOG 


ADLER SILHOUETTE LETTER Co. 


11843 b W. Olympic, Los Angeles 64, Calif. 
3021 b West 36th Street, Chicago 32, Ill. 


» ars 











Little Shots Must 
Supply Our Own Powder 


Evia, Ia. 
HE FETISH of treshness is as much a 
cocktail 
We don’t care 
whether it is the 


part of America today as parties 
and barber shop politicians. 
so much best, or the 
most 


fresh. 


nourishing; but we gotta have it 
Observe the way people buy bread, rolls, 
pinching 
ball of 
takes nine slices 


marshmallows or tomatoes—by 


‘The 


yeasty alr 


may be just a 


that 


bread 
fluff 
before you start to feel it, and they might 
ve as flat and as tasty Neolite in- 
ner-soles, but if it’s fresh it sells. 

We are all 
fresh. 
town, or out of town, to the theatre that 


them. 


and 


as old 


and we 
Witness the 


buyers Want oul 


products rush down 


plays a picture three weeks before you 
do! Wimmin say they don’t like fresh guys 

and wine we'll take with some age to It. 
But ‘most everything else has got to be the 
latest thing, hot off the burner. 

If you aren’t afraid somebody will catch 
you at it, you could have quite a discus 
sion with yourself as to whether the pub 
lic is always a jump ahead of the merchan 
disers in their ideas about what they want, 
or whether, through advertising and creat 
lead the 
people to think along the channels that 
they want them to think. Vhere’s an awful 


lot ot 


ny the idea, the merchandisers 


money goes into advertising, and 
we think the merchandisers tell the people 
what they, the people, want. A good deal 
of the time, anyhow. 

‘Take our own business, for example. If 
we have big enough National advertising 
campaigns and pre-sell a picture enough, 
we seldom fail to see that the first play 
dates roll up big grosses on that picture. 
Of course, by the time some of us little 
shots play it the public has got informed, 
and the picture may or may not have lived 


The 


the public was made interested in 


up to its advertising claims. point 
remains: 


the picture by the original selling job. 
a 


Now when it comes time for guys like 
me, and probably you, to play a picture 


due to the print shortage, clearance, or a 


booker’s overly conscientious concern about 


“the circuits’ —the freshness is worn off 
the advertising on the picture. That’s why 
running a little town theatre calls for lots 
of originality and freshness of ideas. 

The thread 


bare, and although word-of-mouth adve1 


standard advertising 


vets 


tising from earlier runs can help a picture, 


it can also make it wish 


you'd left 


something you 


unchecked on the work sheet. 


So you must come up with something 


tresh, as far as your public is concerned, 
to cause something more than a_ passing 
glance at your ad or 


your exploitation 


stunt. 
call 


a dozen on almost any 


Stunts, gimmicks, whatever you 


them, are a dime 
As Col. McCraw, that master of 
said, “If | 


first-run 


picture. 
the after-dinner speech, has 


haven’t seen her, she’s to me.” 
That goes for stunts and ideas, too, as fat 
ads your public is concerned. 

Any idea used in putting over a picture 
that is different from what your particular 
public is accustomed to is original and fresh 

They that Fred 
over in Carl Carpet- 


used the 


don't know 
Ohio, or 
Kansas, 

To them you have come up with 
new 
something different 


to. them. 
Foulaire 
gumm down in same 
stunt. 
and 


to talk about 


something and_ tresh you gave 
them 
And you 
that makes 
You do it 
often enough and you make them conscious 


of the theatre. 


some new approach in appeal. 


have reached them in a way 


them conscious of the picture. 


Sure, you can’t work and exploit three 
Nobody is. that 
But don't be 
use the other guy’s stunt if you can’t dream 


damn 
afraid to 


pictures a week. 


fresh and original. 
up one of vour own. If the stunt causes 
them to talk, to come to the show, who 
are you to care if they suspect all the ideas 
are not your own? 

The Heracp recently conducted a panel 
questionnaire on what we in the industry 
think about our own type of advertising. 
\dvertising and exploitation, though re- 
lated, are in no sense the same thing. Per- 
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sonally, I think the industry’s advertising 


needs a more thorough over-hauling than | 


my Chevy. When I pick 
Life, Colliers, Post, et al, Um damned if 
| don't ads 


against my will about cars, cereals, coftee, 


oil-eating up 


spend more time reading 


insurance, railroads, sewing machines, 


soaps and hot water bottles than I do read- 
ing about movies—and I’m not in the mar- 


ot them. 


ket for any 

We have lost the cadence in advertising 
appeal. When you see a double page 
spread or a_three-column-ten on “The 


Deeds of Desperate Darryl,” you are quite 
that picture back in 1938 
ad looks just about the same 
It is not new, fresh, dif- 


sure you saw 
because the 
as it did then. 
ferent and did not excite your imagination 
enough to read it. “Yruthfulness and im- 
plied content of the film is another subject. 
It’s the monotonous sameness of. ad types 
that makes our product look unchanging 
since the first days of sound. 
« 

Exploitation, then, is the only tool left 

to the small town showman. He only has 


a few hundred people, or at most a very 


few thousand, whom he can appeal to. 


They've already learned of the picture. 
Chances are they've seen it coming up on 
And _ they 
ilready made up their mind about whether 


or not they It is now 


your program calendar. have 


want to see it. 





up 
to you to do that different, that new, thar} 
fresh thing concerning the picture that is| 
going to fan that spark of recognition in 
their minds into a blaze. Fires always| 
like the moth attracted to the| 


Fire up, boy! You gotta sell them| 


draw people 
flame. 
your way if you're going to get those extra| 
few in during these days of pre-releases to| 
stick it out ’til the tax goes off. 

You think I’m writing to you? Hell,| 
I’m talking to myself. None of us has| 
left after 
to buy 


“o-pics, taxes and rising| 
to fight off the| 
bends, so exploitation must be simple and 


much 
costs asafoetida 
cheap. We can’t build false fronts, hire| 
searchlights, or pay some model to pose in 
a leopard skin; but we can use small town 
variations, cut corners, work like hell and 
keep our theatres open long enough to! 
transfer the admission tax—if it goes off—| 
over to the makers of 3-D pics (you can’t] 
But to | 
keep the kids in bubble gum it helps if you| 


win!). eat, pay mortgages and| 
can come up with that rare little stunt} 
often enough to keep your people thinking 
still 


use. 


you have something that they want 
to 


\ cute stunt I heard about the other day 
Leo Wolcott at Eldora, Ia. 


Leo’s only about 120 miles from me, but 


was used by 


my people don’t know what he did, so I’m 


going to use it, too. “This one was for “My 
Pal Gus,” but it could be fitted to other 
(Continued on page 44) 
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UNSURPASSED VALUES! 
NIVERSAL CHAIR 


vy IDEAL 
32 ALL-STEEL MODELS 


Conventional or the convenient Stide-Back whieh, with 
smooth, effortless retraction, gives 00°, passing space 
and eliminates the necessity of standing. 
LUXURIOUS COMFORT 
BEAUTIFUL STYLING 
Full length back panei eliminates pinching hazards. 
No protruding parts to snag clothes 
THE MOST SERVICEABLE CHAIR MADE 
For maximum service, more even usage, seat cushions 
are easily removable for relocating without the use ef 
tools 





type 
more 


Free planning service. 


GET THE EXTRA MONEY 
Ideal's 
Comfortable, All-Weather 
DRIVE-IN CHAIRS 


attract in pedestrian business 














} 
PANY. 
L SE ATING connie Mich. 


deal chairs 





EA 
ey Ann Street. N.W. 


Please send free 
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Theatre 
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City and Stete 









Save Money on Repairs and Replacements 
Save Money on Labor= 
Clean With A Super! 


Because the Super a ialized Heavy Duty Theatre Cleaners are 









designed, built and tool equipped to do your complete cleaning 

job, Super ¢ leaning cuts your maintenance Cost in many ways 
The life of expensive furnishings and equipment is pro 
longed far beyond the average span, replacements and 
repairs are few and far between. 

One operator and a Super with its specially designed 
tools cleans everything, everywhere easily, quickly. 
—Carpets—Ornamentation—Screens and Sound Equip- 


Super Model M 
For all general 
cleaning and 


ing. Power- la NX 


blow 4 ment—Air Conditioning Units. Model BP-1 provides 
ful, readily iA a | both wet and dry pick-up for “on location” cleaning of 
portable. =a . carpets. Takes up dirty suds from bare and carpeted sur- 
——— faces that have been scrubbed. 
sored ; 
re NATIONAL SUPER SERVICE COMPANY, INC. 


1941 N. 13th Street Toledo 2, Ohio 
r Sales and Service in Principal Cities. 


Super Model BP-1 A quiet, 
double duty cleaner for both 


wet and dry pick-up ) 


In Canada: Plant Maintenance Equip. Co. 
Toronto, Montreal, Vancouver 


“Once Over Does It” 


SUPER SUCTION 


SINCE 191) ® 


“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 






Ask your supplies deal 
er fora demonstration. 
Or write us for com- 
plete data. 


All Super models ap- 
proved by Underwrit- 
ers’ Laboratories and 
Canadian Standards. 











Y, wea time be al r lot : OUTDOOR 

You | D 0 ore pe REFRESHMENT 

requirements by writing advertisers d SERVICE Service for 

rect. However, The Theatre Supply Mart from Coast DRIVE - IN 
- If to Coost 

provides a ft card -tor your nvenience over '/, Century THEATRES 
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SPORTSERVICE CORP. 
SPORTSERVICE BLDG. * BUFFALO, N.Y 












* A regular department devoted 


to the design, equipment and operation of outdoor theatres. 





Organizing and Training a Staff 
For Efficient Handling of Patrons 


By WILFRED P. SMITH 


Former drive-in circuit executive, now oper 


drive-in at Ledgewood N. J 


his own 


PODAY, if seems to me 


the most urgent busi 


re il thre operation 
ora drive-in theatre l 


tract more and 


Hove ittendance 
through well planned 


organization and man 
wement. Each vear | 

eep reminding my ecm 

plove periods that the management 
rood i> the 

tatt Thi 


bility. of 


of a drive-in membe! 


of its operating ipproach place 


i direct taithtul service 


oht on their back 

Prior to ¢ ch Cason opening | place an 
the help wanted column 
Wanted 
with at least 


I his 
effective to 


Crsentlemen 
] 


ried. overt years of ave 


one child ~P irt-time evening hours ja 


of approach has been most 


, 1 
ract men of the highest calibre 


yiven i card to We 


filled letatling 


ment 


his tull time employ 
‘| he 


de sire to 


with personal reterences 
form I I s¢ the owners 


ecure SCTV ICE of men oft vood chat 


wter, tor it provide s tor such questions as 


Date of 


and 


birth, whether married, color of 


CVes hair, whether smooth-shaven 


these in addition, ot course, to the obvious 


ind address, regular employ- 
\nd our card further asks for: 


ones of name 
ment, etc, 

Vame of previoks requlay employer and 
thie salary i hethe the 


honde d al 


nn illy, on 


apt licant 1s 
bond 


reverse side, for a list of 


paid 


was ever refused a and 
the 
ther past employers with their names and 
addresse s and periods ot employment; and 
i list ot personal relerences, with relatives 


ruled out. 


ORIENTING NEW EMPLOYES 
In the event the applicant is hired, he 


instructed at a meetine several days 
require 
He is taken 


the high 


movement 


wetore the opening about the basic 


ments of hy pl ice on the staff. 


er the grounds, beginning at 
way and working through every 


Ii ike 


theatre 


the patron will upon entering and 


CuVving the 
He is 


1s and 


fully intormed of all directional 


how to 
handle 
and 
and the 
speaker to 


thei purpose ; creet 


trons courteously : how to and 


: 
signal the motorist into a ramp, into 


position next to the speaker post; 


manner ot handing the in-car 


the patron 


He is taught the proper handling of a 
Hashlight so as not to confuse the driver of 


‘The 
light 


car maneuvering through trafhe, 


new employe is tamiliarized with 


switches and tuses. 
He is instructed in the checking of rest 
ot the ladies’ room, a 


rooms. In the case 


male attendant is shown how to request a 


patron to observe if someone is inside ; and 


Twelfth of a Series on GETTING INTO THE DRIVE-IN BUSINESS 


if not, to ask if she will kindly stand by 
outside so the staff member can check the 
room for cleanliness. ‘Vhis procedure, when 
has a tremendous 


the 


ictually in operation, 


psvchological effect and is cause of 


many complimentary comments. ‘here are 


times when the Manaver can well give a 


pass to the patron for being so co-operative. 
This is 


how 


indeed a gesture that emphasizes 
important the 


checking the ladies’ 


management regards 
room. 

Ratl I loy 
Xather than to confuse our new employe 
ippear at the outset a lot 


of detail, he is first assigned to field duty. 


with what may 


From such a beginning some employes 
move into more important tunctions, such 
is refreshment sales, 
officer, 


itv by the 


ticket seller, or special 
who is given police deputy author- 
town. 

This svstem of organization has proved 
most successful for independent operation, 
ind it applies to circuit ‘operation where 


there are opportunities to bring up men 
through the ranks, either for added respon 
sibility at the theatre where he is presently 
employed, at another in the circuit. 

In every case, regardless of position, neat- 
ness, cleanliness and courtesy are essential. 


When 


structed to 


a new man is employed, he is in- 
supply his own rainy weather 
as rubbers or boots a 


ipparel, such rain 


coat and a rain cap. He must also supply 
his own flashlight. The management sup 
plies new bulbs and batteries for replacing 
those burnt out. 

There is a very definite economic reason 
tor this procedure, If an employee has to 
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supply the original flashlight, he will take 
better care of it because it is his own per- 
sonal property ; that’s the way it has worked 
out for me. Should this equipment become 
defective, we take his flashlight and replace 
it with a new one; and if he goes through 
the season with his flashlight, we buy it 
from him at the price he paid for it. 

In 1951 our loss of flashlights to em- 
ployees amounted to 76; in 1953 this num- 
ber decreased to 8. In addition we have a 
running inventory chart of each time an 
employe requires a bulb or battery replace- 
ment. ‘This plan definitely emphasizes the 
management is concerned not only with the 
care and maintenance of such a small item 
as a flashlight, but in the care and handling 
ot all equipment. 

All uniforms, including white jacket and 
cap, are supplied and cleaned by the man- 
agement. 

As the organization develops, it 1s 
stressed that each employee have a working 
knowledge of every function of the drive- 
i except projection. For example, an 
usher is taught the operation of the refresh- 
ment service—how supplies are moved up 
to proper display position, how to make 
out box-office statements; running time of 
show schedules, ticket selling, how to 
handle the jeep and the equipment for help- 
ing a motorist who is out of gas or has a 
flat tire; inventorying the uniforms to be 
sent out for cleaning; receiving and check- 
ing the invoice statement of cleaned uni 
forms. 

He is also trained to be constantly on 
the alert for burned out bulbs at ramps 
and driveways and in directional signs, and 
shown how to replace them. As these sup 
plies are under lock and key, he must come 
to the manager. ‘This procedure develops 
an alertness that indicates to the manager 
the attendant is willing and cooperative to 
make certain the operation of the drive-in 
is running along smoothly. 


TROUBLESOME PATRONS 


The new employee should be carefully 
trained in observing patrons who may be 
boisterous or driving carelessly. He should 
not be encouraged to take such matters in 
his own hands, however, but rather to 
bring it to the attention of a uniformed 
officer, or directly to that of the manager, 
and preferably both. 

In such instances, the officer can usually 
convince the obnoxious patron that such 
conduct will not be tolerated by advising 
him that it is necessary to take his license 
number because ot a complaint that he is 
disturbing other patrons. Should the of 
fender persist in the objectionable conduct, 
the uniformed officer is then warranted in 
sternly advising the driver of the car to 
proceed to the nearest exist, where he then 
asks for the registration and driving license, 


making out a detailed report, one copy fot 
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For New and Existing Drive-ins 
Lasts A Permascreen being manufactured of vitreous enamel 
Lifetime with a waffle-like finish, now makes painted drive-in 
screens obsolete. 

This is what Ken Gallion of the Midway Drive-in at 
_ San Diego, California, who purchased a second Perma 
No screen for the Midway Drive-in at Tucson, Arizona, 
writes to a fellow exhibitor: 


M rrank Rube 


No More 
Painting 


4O % 
More Re- 
ected Light 


Uniform | K th H 


Reflection With Permascreen, drive-ins can now have as good a 


At All Time picture as the best indoor theatres 





PERMASCREEN CAN BE PURCHASED ON A 
TIME PAYMENT PLAN 


OTHER POBLOCK!I PRODUCTS | 


FOR THE FOR THE 

DRIVE-IN THEATRE INDOOR THEATRE 
“HANDY ANDY "MARQUEES 

Debris Collector and Incinerator Conventional and Inner Service 
“SNACK. KAR “NAME SIGNS 


Mobile Food Vendor 

TRAFFIC CONTROL "BOX OFFICES 
Mobile Traffic Director “FRONTS 
“ATTRACTION SIGNS Vitracon or Stainless Steel 
“NAME SIGNS “POSTER CASES 


“BOX OFFICES Aluminum or Stainless Steel 








NATIONAL 


Orvis 


"THERE S A BRANCH NEAR YOU 


on cf Nateno! + Simple © Sludworth, Ine 


2189 S$. KINNICKINNIC AVE MILWAUKEE 7, WISCONSIN 








NEW CAR-COUNTER 
FOR DRIVE-INS! 


The new FOOLPROOF DRIVE-IN CAR 
COUNTER is now being made by the 
Berezny Engineering and Manufacturing Co. 


The unit, which can be placed just inside the 
box-office area of a drive-in, is constructed 
of heavy gauge steel. It is available in two 
models, one with a visible counter, and one 
with an invisible, locked meter. 


hor information write 


BEREZNY ENGINEERING AND MANUFACTURING CO. 


4208 AVALON BLVD., LOS ANGELES 11, CALIF. 

















| the management, the other to be filed with 


Finance 
ithe police department. 


Ballantyne solves 
its basic problems| The officer then advises the customer 


lthat if he prefers to remain he will be 


Layout be 
* % with the | parked on the end of the ramp in a con 


Plans 





Land k | spl locat for turth bservance 
spicuous location or u er ovdservance, 
Federal State package PET | as the policy of the theatre is not to permit 
and Local lannoyance of patrons who wish to enjoy 
Regulations |the screen entertainment. Should the un- 
Box Office Siesirable person not wish to accept this 
lalternative, he is directed to leave the 
Projection | premises. ‘This latter is the extreme deci 
Booth } sion, after the ofhicer or manayer has ex 
Concession | hausted every other means of dealing with 
Booth the situation. 
Fence | We have always stressed the importance 
P , of extreme calmness in handling such 
eaKxers 
P aggravating situations, and of using tact 
Wiring . |to gain a friend by wavy of reasonable ex- 
Ballantyne has pioneered the “package idea” for drive-in theatre 
S / ‘ ; planation, rather taan an enemy by an 
creen operations that make it possible for you to sit down with a com- . 
, arrogant, officious manner. 
Tower pany representative and get the whole picture of the hundreds 
of important details that go into outdoor theatre operations. 
Overflow | 6 | THE PARKING SYSTEM 
Area You get the entire equipment TI 
Projectors fi cost picture, We furnish you There has always been some controversy 
with comprehensive free plans, THE among drive-in operators as to the most 
Soundheads tailored to your land. This in- practical method of parking cars, whether 


Amplifiers cludes buildings, tower, wiring IVEY pad | 3 to permit the motorist to park his car on 
lany ramp he pleases, or according to a 


etc. It’s the safe and certain way 


Power to make a large investment. COMPANY 


|systematic procedure under the direction 





of uniformed police and usher-attendants. 





Plumbing Contact a Ballantyne representative for 
" we the whole picture in a package . F ‘Those of who have manaved onven 
Grading vy pig car P g 1712 Jackson Street - ( 
Omaha 2, Nebraska, U.S.A. | tional theatres will long remember the 





problem created by patrons who wanted to 











sit in the last row of a balcony. This was 





often an immediate tip-off that they may 





have come to the theatre for another 





reason than to look at movies. To prevent 





1928 25 1653 ‘ | unproper conduct the manager either closed 

the balcony until it was needed for over- 

VEARS OF PrompPrT, flow from the main floor, or he stationed 
EFFICIENT, COURTEOUS ’ jan attendant upstairs as watchdog. Often 


SERVICE | times the cost of the attendant far exceeded 
the net worth of the tickets purchased by 









such questionable balcony patrons. 
We in showbusiness are not custodians 





and you protect 
your box office 





oft public morals; however, as vood busi- 





ness men with many thousands of dol- 





lars invested tor the sole purpose ot pre 





senting entertainment, we must at all times 


. have full control of the conduct of our 

RCA Service Company ite patrons. Our school book told us that one 
’ . rotton apple can spoil an entire barrel. 

A Radio Corporation of America Subsidiary There are other reasons for controlling 


Camden, N. J, | parking. I have found a good system ot 
(Continued on page 43) 













MOTION PICTURE HERALD, MARCH 7, 1953 












Regional conferences spotlight 


Keys to Increased Popcorn Sales 


ERCHANDISING of popcorn in 
theatres received special attention at 
two Eastern winter clinics sponsored 
by the National Association of Popcorn 
Manufacturers. Explored were such 
subjects as the comparative merits of 
oags and boxes, merchandising tech- 
niques, and selling buttered popcorn. 


rHE MERCHANDISING of 
popcorn in motion picture theatres received 
special attention at two regional 
the National 
Association of Popcorn Manufacturers, one 
York City, the other in Philade}- 
‘The one-day clinics attracted repre- 


popeorn 
conterences held recently by 
in New 
phia. 
sentatives of all segments ot the popcorn 
industry who gathered to discuss ways and 
means of increasing popcorn sales. 

Chairmen of the New York conference 
were Bert Nathan of the Theatre Popcorn 
Vending Corporation; and Irving A. Singer 
of the Rex Specialty Bag Corporation, both 
of Brooklyn. The Philadelphia meeting 
was directed by Lawrence S. Goldmeier of 
the Poppers Supply Company, and William 
Drutt of the Chunk-E-Nut Products Com- 
pany, both of Philadelphia. 

At the Hotel New Yorker Lee E. 
Stine of the Popcorn Processing Company, 
Hagerstown, Md., reported that little or 
no carry-over from the 1951 crop, plus 
drought conditions, resulted in less harvest. 


BETTER THEATRES SECTION 


Session of the NAPM popcorn clinic at Philadelphia (for names see next page.) 


Speaking on “Oil Availability and Future 
Outlook,” R. W. Smith, vice-president of 
the Blanton Company of St. Louis, said the 
outlook for fats during 1953 is ample. Un 
added, 
and peanut oil are in the high-priced field 
“But as we get into the 1953 


fortunately, however, he coconut 
at present. 
crops and imports of coconut oil, this situ 
ation might adjust itself,” he said. 

The host of services offered to industry 
buyers by distributors of popcorn and sup 
plies were cited at the New York meeting 
by 3, W. 
National Theatre Supply Company, New 
York. 


dise at a competitive price s¢ ale and thereby 


Servies, vice-president of the 


A distributor offers quality merchan 


relieves purchasers of the obligation of try 
ing to solve the supply problem and having 
to buy and = storing 
them, Mr. Servies said. 

‘The 


to! packaging popcorn were presented sepa 


excessive quantities 


merits of bags and boxes 


- 


Various 


rately to the conference. Speaking for bags 

was Mr. Singer, who asserted that a lower 

unit cost plus greater utility and attractive 

Imprinting had “skyrocketed them into a 

new position in the packaging field 
advantages of 


‘The 
} 


were enumerated by 


paperboard carton 
Fraser Cratenby, spe 
representative of the 


Kal imaZoo 


purpose of any 


( ialites division sales 
Sutherland 


Mich. The 


Paper Company, 


fundamental 


21 








package is to protect its product against 


pilling, contamination and internal change 


Mi 


pre ter popeorn in a box her 


Csatenby said, adding that consume 


iuse of the ease 


of handling and firmer construction.” 


} 


In answer to a complaint from the floor 


evardinyg the need tk more accurate count 


Mr 


both bavs and boxe Cyatenbs 


ny ot 
ind Vii Singer assured thie convention 
that the latest equipment is being used in 


the production line to count quantities and 


ure accurate compilation 


\r the 


ror 


afternoon session of the New 
Nat Buchman of the Ameri 
Boston 
Returns 
said that 


to increased profits are 


meeting 
in | heatre Supply Corporation, 


peaking on “Getting Maximum 


Concession Operations, 


“key 


merchandise, eye-catching displays 


fron 
mony other 
quality 
ittractive counters, neat, per onable sales 
help inventory control and good concession 


management 


GREATER PROFITS SEEN 


Pred 
height mn vro iles 


Koken 


ting that thre itres can soar to even 


and protits on 
head ot 


reate! 


popcorn, Lee vending 


RA ) | he itres, told dele cates that RK¢ ) 
popcorn sales have doubled by offering 
buttered popeorn ind ubstituting a 15 


popcoormn packaye for the dime size. 
Qdrigin illy butte red Corn Was sold in Ok 
RKO \Iy 


Koken recalled; but a change was made in 


irdboard hoxe at theatres, 


Ss 


most houses to 25¢ waxed ‘« ups * beginning 


n the spring of 1952. The latter packaging 
was found to have a number of advantages, 
he declared, including the elimination of 
the dripping problem, and the ability. to 


butter servings from two to three 
higher Also, 


cups do not absorb the butter as the card 


Ih TCASE 


clue to thre sales price, Wax 


do, and they do not require fold 
the 


hoard conic 


ny or counting, thus saving time for 


ale Ss personne I, he aid 


\n energetic sale » program Was also ad 








SPEAKERS AT THE REGIONAL POPCORN CONFERENCE IN NEW YORK CITY: Lee Koken, (left) 


vending and concession head of the National RKO Theatre Circuit 


and Nat Buchman, (center) of the 


American Theatre Supply Corporation, Boston, and J. W. Servies, vice-president of the National Theatre 


Supply Company, New York 
vised by Mr. Koken to boost buttered corn 
He said, “We have eliminated al! 


plain popcorn displays and concentrated ex 


sales. 


clusively on the 25 butter-corn displays 
hadow box displays, and other cards, ma 
terials and accessories. 

Regarding the 
popcorn for the dime size, Mr. Koken told 
n RKO 


which led to the change In 


substitution of 15e¢-size 


theatres 


of experiments made 


areas where 
the 10c bag had been sold exclusively, a 15 
idded with sales emphasis on the 
10 15 


box was 


latter. In areas where a box and a 


box were being sold, a change was made in 


the 10c size from box to bag, with the [5 
box retained. It was found that the box 
was preferred by patrons, with a resulting 


increase in revenue. In some instances the 


10c sales dropped so much that this size 
was discontinued altogether. 


On the question of which popcorn con 


tainer is superior—the bag, the box or the 
cup—Mr. Koken declared that each had its 
own individual purpose. “We have hat 


nessed all three. not just to be used as a 


container to hold popcorn, but to serve as 
a means to get the best gross dollar results 
sales.” 


m over all popeorn 


Following Mr. Koken’s talk on the clink 





C. M. Fisher, Jr. 
Luin, Western Popcorn Company, Atlantic, la 


tive vice-president 


and S. T. Jacobson 
left to right 


Ortana, Pa 
table in the left foreground are 
Henry Theodor Company, Pittsburgh 
Md.; J. Ralston, Bemis Brothers Bag Company 
Company, Pittsburgh; Ray J. Showe 
John W. Strickland Company, Riderwood, Md 
quesne, Pa Alan Kehr, Kehr Products 
Philadelphia 


Paper 
Magazine 


Ned Yaffe 
Don Mayborn 


Philadelphia 


Baltimore Inc 


Cornco 


sions 
pany Philadelphia 
Harry Bondurant 


and Mrs 





AT PHILADELPHIA POPCORN CLINIC (as shown in photo on page 21) 


Members of the popcorn industry at the Philadelphia clinic sponsored by the NAPM 


right at the speaker's table across the far end of the room are 


Left to 
Thomas J. Sullivan, NAPM execu- 
Pop Corn Sez Company, Upper Darby, Pa.; Preston H 


J. A. Ryan, C. F. Simonin’s Sons, Inc., Philadelphia 


Lawrence S. Goldmeier, Poppers’ Supply Company 
James Loeb, Walter Reade Theatres, New York City: 
Company, Philadelphia, meeting co-chairman 


Harry Bondurant, Caledonia Park drive-in theatre 
Krispy Kist Korn Machine Company, Chicago. 
Mrs. C. Timmers, Elizabeth, N. J 
Lee E. Stine 


Theatre Candy Company, Pittsburgh; John W. Strickland 


Rueben Goldpaint, Berlo Vending Company, Philadelphia and C. Timmers 
Elizabeth, N. J. Around the table in right foreground are Charles A. Murray, Lummis & Company, 
Y & Y Popcorn Company, Philadelphia 
Baltimore 
Bill Lewis, Lewis Popcorn Company, Westville 
Caledonia Park drive-in 


Philadelphia, chairman of the conference 
William Drutt, Chunk-E-Nut Products 


Around the 
Henry Theodor 
Popcorn Processing Company, Hagerstown 


Philadelphia; Gerry Hiles, G. W. Hiles Sales 


Carlene Popcorn Company, Du- 
Ehrlick, Exhibitor 


Groves 
Philadelphia; A. 


John 
Company, 


August Nolte, Theatre Conces- 
Siller, Leader Concession Com- 


N. J.; Vie Zinder, Chunk-E-Nut 


Harvey 











program, Pat Gardiner, sales representative 
for \ilwaukee, 
manufacturers of butter dispensing equip- 


Mat”’ 


penser and a complete line of the company’s 


Supurdisplay, Ine., of 


ment, demonstrated the “Butte dis 


ACCESSOTIES, 


\ report of the recommendations of the 


Popcorn Industry Organizing Committee 
an overall industry 


Martin B. 


Company, 


on the formulation of 
was presented by 
the Marjack 

NAPM 


and by Thomas J. 


association, 
Coopersmith ot 
Washington, 
ind committee chairman ; 
Sullivan, NAPMI executive vice-president. 


and vice-president 


7 he proposed new yroup, W hic h Is presently 
under study, will offer active voting mem- 
bership to seven component segments of the 


industry : wholesale 


popcorn processo! 
manufacturer, theatre and concession oper 
pop 


corn and supplies, brokers of popcorn and 


ators, retail popcorn shops wbbers of 


supplies, and equipment manufacturers. 
SELLING BUTTERED CORN 


Theatre merchandising of popcorn also 
part in the clinic in 
the 2601 


\ campaign stressing the “‘delicious- 


played a prominent 
Philadelphia, held at 
Hotel. 


ness ot buttered popcorn tor brightening the 


Parkway 


popcorn picture’ was outlined by 
James Loeb, head of the concession depart 


Walter Reade New 


He explained how his circuit in 


pront 


ment of ‘Theatres, 


York. 


stalled butter dispensing equipment and 


iugmented it with attractive displays, re 


treshment trailers and a special counter 
merchandising plan. 

Speaking on carmel corn in theatre oper 
ition, Harry the Caledonia 
Amusement Company, Ortanna, Pa., rec 


seller.” A 


ir survey has shown carmel corn does 


Bonderant, ot 


ommended it as an “excellent 
five ve 


not reduce sales of salted and seasoned 


popcorn, he said, and it is an especial favor 
ite with children. Pure creamery butter, 
cane sugar and the best popcorn should be 
employed in making it, and good profits 
will surely result, Mr. Bonderant pointed 


out mn cone lusion. 





1953 
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SECTION 


ARMOUR AND COMPANY’S 





12 NEW INTERMISSION SHORTS 


ost Concession Take up to 3337 





Use these I- minute color films— 


with musical backgrounds 
by Bing Crosby’s Starlighters—free! 


Think what an increase of 43 in your concession business 
would mean in dollars and cents! Concession owners and Drive 
In operators from all parts of the country have reported amazing 


increases after using these new Armour intermission shorts ! 


Mr. C. E. Cook of the Dude Ranch Drive-In, Maryville, Missouri, 
says, “I started showing Armour intermission shorts last June 9th 
and on the first night of the showing my hot dog business in 
creased 25%. For the entire season my total concession stand bust 
ness picked up around 33'44% over the previous year! I give full 
credit to the Armour intermission shorts.’ 


Mr. Wendell R. Peck, manager of 166 Drive-In, Arkansas City 
Kansas, says, “I am fully sold on Armour’s intermission shorts 
Actual sales before and after using these films show an increase 
of nine cents per admission ticket sold, | would certainly recom 
mend the use of these films to any Drive-In Manager, and Gentle 
men, have plenty of Armour Star Franks on hand ! 


Remember, these films are loaned to you by Armour and Com 
pany tree of any rental « harge All you pay ts the return postage 


Clip the coupon below right now. Fill ie out and mail it today 


Armour and Company will send you an illustrated folder with 
complete information on these 12 new intermission shorts 

eae a Ae es me Se ” aa 
MAIL TODAY: | 
l Armour and Company | 
| Fresh & OMOKEd Sausape Dept Union Stock Yards | 
| Chicago 9, Ilinois 7 
| Please send me your folder with complete information | 
| on Armour and ( ompany s new intermission shorts | 
| Name ! 
| | 
| heater Add, | 
| Ch Stiit l 
RI ae RN a a ee al 








Leon Levenson Sees Theatres 
As Best Candy Bar Outlet 


MOTION PICTURE theatres 
provide an excellent outlet for the candy 
industry in its current need to increase 


impulse sales of bar 
ood ‘in single 
units for immediate 
consumption,” a ¢ 


| Con J 


chairman 


cording to 
Li yenson 
ot thre Concession 


Committee of — the 





Pheatre Owners of 


ao 

; \merica. Mr. Les 
Ay 
v4 enson made the 
h i”. 

tatement in an open 

Don 
ow, editor of the publication Candy Jn 


dustry 


Leon J. Levenson ; 
letter to Cyrus 


which recently carried an editorial 


citiny the necessity for an industry pro 


vyram to increase the sale of all bar woods. 
Secing a possible correlation between the 


drop in theatre attendance with that in the 


bar ood bu ine . Mr Levenson called 
for clo er cooperation between the candy 
and theatre industries Phe latter will do 


everything possible to increase the sale of 


Oc bars, and the former should help boost 





DRIVE-IN 
OPERATORS! 


Don't miss the 
MANLEY ad 
in the April issue. 


f 


; P, 
iP 


ny 


Yi 








ne 


24 


theatre attendance by mentioning motion 
pictures in its advertising, he said. 

As evidence of the need for an energetic 
ales, Candy In 
dustry cited a recent sales report of candy 
revealed that the 
goods tor the 
offset the 
increase registered in the sales of all other 
ty pes 
their bige 
editorial said, which represent 44% of the 
sold. 


tonnayve, 


program to increase bar 


manufacturers, which 
decrease in the sales oft har 


first eleven months of last vear 


of candies. “These manufacturers do 
est share of business in bars, the 
Bar goods sales de 


total tonnaye 


clined 6% in and 5% in value 


for the period, 


PACKAGED GOODS GAIN 


On the other hand, a large gain was 
noted in packayed goods made to retail at 
S0c to 99e per pound. Such goods amount, 
however, to only 8% of the total tonnage. 
If the manufacturers had been able to in 
crease bar sales to the same extent it in 
creased sale of the others, it was pointed 
out, the industry would have had an over 
all gain of 12° or better, instead of prac- 
tically no change. 

the pub 
lication feel 


that the key to increased consumption un 


“In analyzing these figures,” 


declared, “industry observers 
der the present trade setup can be found in 
the development of a program that would 
have for its objective an increase in the 
sale of bar goods, both of the 5c and 10c 
variety and preferrably in the latter class. 
And these observers also feel that it is im 
portant to encourage the sales of bar goods 
in single units tor immediate consumption,” 

In his letter to Mr. Gussow, Mr. Leven- 
son asked, “What better class of retail out 
let exists in which to pronce! this move 
ment than the 20,000 moving picture out 


lets in the country? | think an historical 





analysis will show that a great impetus 


was given to the sale of bar goods in the 
middle thirties when the theatre operators 
began to sit up and take their 
To the sale of the 5c candy 


notice of 
candy stands. 
bar they added some of the glamour that 
had helped to develop the motion picture 
industry. Beautiful, 
cated stands were installed in the lobbies 


expensive, well-lo- 
of these theatres, and the emphasis was 
switched to the sale of quality candy to 
Certainly, 


satisfy their theatre 


here was the movement to excite the im- 


patrons. 


pulse to purchase the candy bar, and also 
what is just as important, as your editorial 
points out, the purchase of the candy bar to 
be immediately consumed on the premises 


while watching the picture. 


SHIFT MADE TO 10c BARS 


‘It is no secret that theatre attendance 
has fallen off materially during the last few 
years, and maybe there is some correlation 
between that and the drop in the bar busi- 
The only reason the drop in candy 


ness. 


bar sales in theatres has not been in the 
same proportion as the drop in attendance 1s 
that we early understood the value of 
shifting as many bars in the 5c line to the 
10c line to keep up our gross business in 
the face of a smaller potential patronage. 

“We have done everything possible to 
increase this 10c bar business and are very 
sympathetic with your expressed thoughts 
along these same lines. 

“The immediate problem, however, is to 
into the theatre, and 


get more people 


with this will come up an automatic in- 
crease of single unit sales of bars for im- 
mediate consumption. It is also no secret 
that 


in the drop of theatre attendance. Sir 


television has been the main factor 


Isaac Newton found out a long time ago 
that people couldn’t stay home for their en- 
tertainment and also be present at such 
places as theatres and other outside activi- 
ties at the same time. ‘The more time spent 
in the home, the less time spent outside, 
and all the points of purchase where im- 
pulse merchandising can be effective are 
located outside the home,” Mr. Levenson 


pointed out. 


ADVERTISING AID ASKED 


He therefore called for closer 


industry 


coopera 
tion between the candy and the 
theatre industry, saying, ‘we are doing 
everything possible to increase the sale of 
candy bars. ‘The candy industry should 
help to hasten the return of the patrons to 
the theatres. 


additional 


This can be done with no 


expense by including in all 


media of advertising—television, radio, 


magazine ads—the mention of movies in 


general and the thought that people can 
best themselves by 


entertain eating their 
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TWIN-HEAD 
MASTERPIECE FREEZER 


%& Ultra-Modern Beauty! 
%e Revolutionary Advanced Design! | 

































te Vital New Simplicity of Operation! 
% Tremendous New Profit Potential! 
te The Crowd Pleaser you've been waiting for! 


This ultra-modern streamlined beauty is characteristic 
of all Mills Freezers—humps, bumps and dark corners 
are eliminated. The Mills MASTERPIECE is the one 
machine you can proudly display in the finest of 
locations—the machine that will make you big extra 
profits through its CLEAN sparkling appearance and 
the superb quality of its dual, flavored products! 


ONLY ’ GIVES YOU ALL 
THESE bs FEATURES 
eee 


ATTRACTIVE The MASTERPIECE adds new luster to 
every location! It's created for customer appeal! The 
smooth, CLEAN lines are functional, beautiful, ageless 
and complimentary to the finest surroundings! 





SANITARY Freezing barrels, mix containers and mix 
feed are all in the insulated, refrigerated lift-lid com- 
partment thoroughly isolated from heat, dust and dirt! 
OPERATION A twist of the wrist control of automatic 
air pressure mix feed, barrel temperatures and oper- 
ating controls. Simplest machine to operate ever built! 
Freezing barrels are operated simultaneously or in- 
dependently by famous Mills Condensing Units. Both 
barrels can be operated at different temperatures. 
Two machine operation, two machine flexibility—ONE 
machine economy, efficiency and savings of space! 
PROFITS_tThe world over, the universal demand is 
increasing for cool, flavorful soft frozen products 
served directly from the freezer. The New Mills Twin- 
Head delivers this rapidly expanding market to you 














% now! Serving 2 flavored soft products is the newest 
and greatest customer attraction of them all! 
‘ ad ? Now add 2 flavor profits to the well-known one 
flavor profits with this finest of all freezers — The 
SN FLOOR MODEL New Mills MASTERPIECE! 
a ee ————_, 
When conventional ice cream in gallons, quarts, etc., as well as barrel. Many different styles are available to meet your needs 
continuous soft frozen products are desired, the Mills All-Purpose most efficiently. Write for illustrated Bulletin T.H. 852 and Booklet 
will fill your requirements. The All-Purpose is a high capacity, “Cold Facts about Hot Profits’ giving profit charts and showing 
versatile, year around profit maker with a single large freezer actual profit figures and installations. 


MILLS INDUSTRIES, Inc. “cr.ccco 
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favorite quality bars in their favorite mo 


tion picture theatre. 


I must vive credit to a few manufac 


turers who | know have always been sym 
pathetic with thi thought and consistentl, 
irried it out Quaker City Chocolate 


Brothers, Gold 
Wrigleys 


Company, Blumenthal 
Medal Candy Company and 
Mr. Leven 


on Cone | ided 


Free Popcorn Sample 
Project Inaugurated 


INITIAL STEPS in a “re 
search project to discover turther poten 
tials for sales of popeorn in theatres, spon 
ored by the Popcorn Institute, Chicago 
have been undertaken by two theatre cir 


cuits, Fox Midwest ‘Theatres and Common 
wealth ‘Theatres, both of Kansas City, Mo. 
The project consists in offering free samples 
of popeorn to theatre patrons. It was con 


ceived by re treshment service executives of 


the two circuits—Frank Bamford of Fox 
Midwest; and Richard Orear, purchasing 
agent, and Fred Ik. Muhmel, concession 


buyer, of Commonwealth. ‘They presented 


the plan to the Institute at its annual meet 


ing at Chicago in January and agreed to 


test it in their own theatres first. From 


their findings the Institute expects to com 
pile recommendations tor similar campaigns 
in other theatres throughout the country 

| nder thre Si heme dec ided upon, CAC h ot 
theatres in 


the circuits has designated six 


which to conduct the tests, Young women 


especially selected for the task will hand out 


samples in the theatres’ lobbies of freshly 


popped corn in small boxes Copy printed 


on the boxes say ‘Popcorn Is 


Healthful.” 


have 


and “Popeorn i Special trays 


hearing the samples similar phrases 


printed on them. 

Participation of the Institute in the sam 
pling proyvram W ill be through its chairman 
Clark \ressat 


Rhoden, ot the Processing 


Delicious” 





New Armour Trailers 


Now In Production 


Eight new intermission trailers, de 


signed to boost refreshment sales at 
drive-in theatres, were recently made in 
Hollywood by Stanley Nea! Productions 
for Armour & Company of Chicaao. 
Previously available free of charge to 
drive-in operators were four of the one 
color, and this 
The films do 


the emphasis exclusively on 


minute shorts in now 
brings the total to twelve 
not place 
Armour's chief drive-in product, frank 
furters, but also include references to 
popcorn and soft drinks. 

The trailers were originally described in 
the January issue of BETTER THEATRES, 
at which time a reference to Neal Pro- 
films was 


ductions as makers of the 


inadvertently omitted 


















Kansas City, and the mem 
bers of the administrative committee: Aug 
ust Fischer, James Blevins, and Ben Barth 
eldes. 


Commended tor 


( orporation, 


their generous spirit in 


undertaking the ‘‘spade work” for the new 


project, one of the circuit executives re 
marked, “While we might do such a thing 
for our own benefit, it’s more fun to engage 
in it as a project for the industry at large 

with the moral backing of the Institute. 
And we hope every exhibitor will find the 
way through the results of this project to 


” 
ell more popcorn. 


SUPURDISPLAY DISTRIBUTOR 


The St. Louis Vheatre Supply Company, 
headed by 


distributor for Supurdisplay, Inc., 


Arch Hosier, has been named a 
Specialty 
Division of Milwaukee. Supurdisplay items 
to be handled by the company include the 
“Butter-Mat” butter dispenser, the “Butter 
cup” buttered popcorn container, and the 
line of 


ACCESSOTIES, 


complete “Buttercup” sales and 


utility 


Hot Chocolate Unit 
With Temperature Dial 


1 NEW hot chocolate dis 
penser, having a capacity of 56 cups, has 
been marketed by Helmco-Lacy, Chicago. 


Cataloged as Model C-256, the dispenser 





features the company’s “Dial-a-heat” tem 
perature control unit, which is designed to 
keep the beverage at a steady heat auto 
‘Three temperature settings are 


When 


the desired temperature is dialed, the dis- 


matically, 
available: low, serving and high. 
penser automatically reaches this heat, it is 
explained, and holds it until changed or 





FROZEN CUSTARD FREEZER 








Fully automatic performance of two barrels, or 
independent action by each, are new features of 
this twin-head, continuous freezer for 
frozen custard and all types of soft frozen products 
recently added to the line of Mills Industries, Inc., 
Chicago. The only adjustment in operation is a 
temperature control for each barrel. There is a 
compensating automatic mix-feed to the barrels as 
the product is drawn off. Both barrels and mix 
container are placed in a refrigerated insulated 
compartment with a hinged lid, and all heat- 
producing mechanisms are completely isolated from 

Both floor and 
with a choice of 
custard ca- 


two-flavor 


this refrigerated compartment. 


counter models are available, 
three condensing unit sizes. Frozen 
pacity is up to 10 gallons of finished product per 
hour, depending upon temperature, mix and con- 


densing unit used. 





turned to the “oft” position. The holding 
feature prevents overheating or cooling and 
since the temperature is constant, the dis 
penser uses less electricity, the company 
points out. 

The unit has a built-in agitator, and an 
A 


aluminum exterior. It is 21 inches high, 


and 12 inches in diameter. 


NEW NCA MANAGER APPOINTED 


The appointment of H. MacGregor 
Tuttle, Jr., as manager of the Field and 


National 
Confectioners’ Association, Chicago, has 
been announced by Philip P. Gott, NCA 
Mr. Tuttle will work through 
committees on the promotion and merchan- 


Promotion Department of the 


president. 


dising of confectionery and also devote 


attention to state legislative problems affect- 


ing the industry, according to Mr. Gott. 
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Exhibitors Size Up Their Refreshment Service 





CONTINUED FROM PAGE 9 





ance of movieyoing and turn movie theatre 
into nothing but glorified popcorn and 
candy joints with the film feature’s value 
based only on its appeal as an adjunct to 

elling concession 
The fear that refreshment service is be 
yinning to overshadow the theatre's main 
function——presenting motion pictures——ap 
peared more than a few times in the sur 
vey report I keey refreshment service at 
operator “so it 


TPIT one 


doesn't take away trom the real meaning 
of a theatre motion pictures ” And an 
other operator looks forward to the day 
when “the industry will vield a good sup 
ply of good filn ind concession sales can 


be eliminate d! 


Drive-In Theatres 


Refreshment service is an essential tung 
tion of drive-in operation. A California 
manaver evaluated it in these terms: “Re 
freshment operation is no longer a necessary 
evil of show business. After a review of last 
year's figures, | found that many a night 
would have been a losing one had it not 
been for the snack bar take.”” And this ap 


praisal is roundly seconded by a drive-in 


operator in Texas, who says that “a prop 


erly manaved ind advertised snack bar can 


easily averave 75° of the vate and even 
more at times.” 
Qin the other hand, while admitting its 


importance, an exhibitor in Maine believes 


“sood movies are more vital to the future 
of drive-in theatres than elaborate restaur 
ants \tter all, in most towns and cities 
there are many nice places to eat; however, 
good = adarive-ins with good movies are 


lamited.”’ 


Still controversial amony drive-in ope! 
ators, however, is the kind of refreshment 
service system which produces the best re 


sult Is it a general counter, a cafeteria, 
or a two-or-more station type? 

\ cafeteria system is the “ultimate in 
drive-in operation according to the con 
cessions manager of a large drive-in. in 
‘Texas. “Its primary asset is the speedy set 
vice it permits xs 


. 
But an exhibitor with a 300-car drive-in 


in \laine finds the station system. bette: 
suited to his needs. “Retreshment sales 
amount to 50°. or better of theatre re 
ceipts with this system,” he adds, “and we 
find it is as quick as the cafeteria style.” 


\ horse-shoe with two sta 


been tound ettective by 


type counter 


tions has the man 


car Calitornia drive-in, “Tt 


4 
ager of an S00 


does have ifs bad points, however, he ex 


plains, “the main one being there is no 


28 


ick bar shelf space. We need more dis 
play space also.” 

Although drive-ins are generally found 
to carry a large variety of refreshment 
products, a few exhibitors expressed the be 


lief that the number should be limited. The 
capacity of the drive-ins in this yroup runs 


300 cars. 


I50 to 


fron 
explaining this further, an exhibitor in 


\Taine that 


ape orn 


“Selling more than 


balls and 


declares 


( indy ice Cream, snow 


drinks causes too much confusion at a drive 
in. That is to say, they are the only things 
which a person can eat or drink during the 
how without distracting his attention from 
the screen.” 

Vhinking along the same lines, a man 
aver in Tennessee reduced the number of 
items offered at his drive-in after conside1 


able “We 


the items whi h we found to move slowly,” 


experiment. started to discard 


he savs, “and since they were removed our 


receipts remain the same. By carrying a 


limited number of items we can have a 


fresh stock at all times and not have items 
on hand that have no turnover.” 


“The 


ot vreatet 


fewer the items the more chance 


sales,’ contributes an I]linots 


drive-in operator. “This is especially true 
if you push the higher profit items and drop 
the high-cost and low-profit items such as 
toddy! Here we have tried to sell them and 
find that it costs more in time and also is 
in item with food value as well as being 
fountain beverage 


‘The 


greater emphasis should be on profits and 


a beverage It cuts our 


sales, which are a high profit item. 


less on VYross sales.” 


LENGTH OF INTERMISSION 


Regarding the proper length of intermis 
sion at drive-ins there is quite a range of 


opinions, running from 3 minutes to as 


much as 20. And one exhibitor in a farm 
area in the Midwest prefers not to have an 
at all! 


tors in the section do. “Our policy is to 


intermission although his competi- 


vive the customers what they want,” he 


explains, “and they are primarily inter- 
ested in the pictures. This is one reason our 
concession does not average percentagewise 
as high as the national concensus. It is not 
more than 35° over all, but we are satis 
fied.” 

Most drive-ins have too long an intet 


a California manager. He 


Mussion, asserts 
believes that shorter ones are advisable, 
along with increased sales personnel to 


speed up service, 
On the subject of vending machines some 
“Vending machines 


controversy appeared. 


do a much better job of selling but slow 









down servicing,” according to the manager 
of a Michigan drive-in. 

“T think vending machines for candy and 
drinks are fine in a large drive-in theatre, 
but in the smaller ones sales can be han- 
dled over the counter,” says the owner of 
a small drive-in in South Dakota. 

Definitely against the machine is an ex- 
hibitor with a 300-car drive-in in Indiana. 
His reason: “Machines do not say “thank 
you.’ We alw ays do.” 

Several suggestions for improving drive- 
in refreshment service, based on their ex- 
were ofterec 


perieace, by the polled oper 


ators. 
North 


“a good rule 


From a district supervisor in 
Carolina comes the idea that 
for the concession manager to follow is to 
check with the box-office about 30 minutes 
prior to intermission time and determine 
how many tickets have been sold so as to 
prepare ample foods for the demand. You'd 
be surprised to learn how many managers 
overlook this important fact. 

‘The secret of success in any concession 
operation is fast service to the patrons. The 
finest drive-in theatres are soon overlooked 
by the patrons who want service in a hurry. 
‘They'll go to a much less glamorous thea- 
tre where service is quick and pleasant and 
prices ‘right.’ This | have found to be true 
in six years of experience with drive-ins, 
ranging from Florida to North Carolina.” 


SERVICE POLICY 


On the handling of food the manager of 


an Indiana drive-in’ has this to” say: 
“We make a very special effort to see that 
every bag of popcorn handled over the 
counter is very warm; every cold drink is 
very cold and iced but not iced excessively. 
Our cold 


serve before icing, but a small amount of 


drinks are actually enough to 
ce Is added.” 

“We pick up candy stock frequently so 
that no chocolate bars with white spots are 
knowingly sold. We are also fussy about 
just the right amount of coconut oil in each 
popper of popcorn. We measure very care- 
fully so that popcorn is always crisp and 
popped big but never soggy or greasy. 
Cleanliness is also a byword of ours,” he 
concluded. 

The importance of freshly prepared food 
is further underlined by a manager in the 
South, 
food prepared,” he says, 
gross will fall off. I don’t blame them either 


“Our customers want to see their 
“otherwise, our 
as | have never seen a sandwich that came 
out of a that tasted or looked as 
good as when freshly made. See it, smell it 


and sell it 


warmer 


that’s my motto!” 
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*% “No other art or industry in the world narrows down its success to quite such a NEEDLE’S EYE as that 
in the continuous miracle of the screen 


through which the motion picture has to pass 


by a man and his machine, the projectionist and bis projector.” 


an optical aperture. 


Che Needles Eye 


A Department on PROJECTION & SOUND 


TERRY RAMSAYE 


Two-Film Stereo Pictures 
Come fo Theatre Projection 





By GIO GAGLIARDI 


IN TRYING to describe and 
catalog the confused terminology of the 
“3-[D” motion picture systems now being 
offered or proposed, 
the New York Times 
recently said: 

‘’Three- dimensional 
pictures, as Hollywood 
loosely uses the term, 
are of two kinds. One 
depends on engulfing 


the spectater in the 





scene, just as he is en 
vulfed out of 
looks at a 
landscape. ‘Vhe other depends on the fact 


doors 


GIO GAGLIARDI 


when he 


that we have binocular vision and that each 
eye sees a separate image simultaneously.” 

The Cinerama and Cinemascope systems 
true 3-D—but they 
are what the Times story referred to as 


are not stereos¢ opic 
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“engulfers.”’ With them a very wide pi 
ture of entirely new aspect ratio Is pro 
jected on a curved screen, providing an 
image that fills most of the field of vision 
of the spectator. When this is accomplished, 
the screen action practically fills his entire 
area of effective vision so that the spectator 
is optically dominated by this action and 
his mind tends to construct a more natural 
image of relative movement, object sizes 
and perspective than it can when the eyes 
are also viewing much more than the pic 
ture. 

A wide picture may be reproduced in 
several ways. Cinerama makes use of three 
cameras exposing three films which are then 
run through three projectors operating in 
synchronism, each one projecting approxi 
mately a third of the entire picture, like 
three pieces of mosaic applied side by side. 

With the Cinemascope system it is pro 
posed to accomplish a similar increase in 
picture width by using the Amamorphosis 


Professor Henri Chretien of 


method of 





Everybody's got the 





has the answer...in the 


SUPER-CHARGED 


ORLUX 


The carbon with INTENSIFIED 
LIGHT, increased steadiness, 
and greater light distribution, 
prime requisites of 3-dimen- 
sional projection, whether the 
system be: 


Cinerama 
Natural Vision 
Stereo-Techniques 
CinemaScope 
Triorama 
Stereocinema 
Tri-Dim 

Depth Dimension 
Electronic Images in Space 
Naturscope 
Paravision 
Amorphoscope 
Tri-Opticon 


For 3-D projection, be prepared with 
Lorraine ORLUX Carbons 


THEATRE OR 
DRIVE-IN: 





CARBONS, Inc. 


Boonton, N. J. 














Par In this proce a single 35mm filn 
with standard frames can be used in a 
reyular projector Standard length reels 
may be used, and 20-minute changeover 
made, in the usual fashion. Picture pro 
portions ot a regular 35mm _ frame, with 
thie tandard 3-to-4 aspect ratio, are 
hanged in this way: 

Professor Chretien, as far back as 1927 


nvented a special 


optical device known as 
the Hypergonar len which acted a l 


ort of opts il former. to iccomp] sh) 


ical When thi 


is combined with an ordinary photographic 


tran 


quite may conversions len 


! | 
objective len it actually the ob 


permits 


ective to double its field of view in one 
directtonu 


Thi Hit 


tion, twice i 


only 
with proper axis rota 


much horizontal field or pi 


ture material may be compressed into the 
tandard trame width of O.825-inch, while 
keeping the original contents within the 


0.600 Thus pho 


toyraphic images on the print have the pres 


tram height ot inches. 


ent height, but less than the present width, 


although frame width remains the same as 


it now 1 


In the theatre, a diametrically opposite 


corrective lens is used with each 


type of 


projector; this lens expands the 


width of the film image, transforming the 


projected mnave to the proportions ot the 


Best For 


LONG THROW! 


Tnat’s why more and more 
drive-ins choose Bausch & Lomb 














effective 











In other words, a 





held photographed. 


standard 35mm frame with such daterall, 


compressed images could be used to project, 
tor example, a picture 25 feet high by 70 


feet wide an aspect ratio of | to 245 


THE “SEEING” PROCESS 


The pictures projected by these systen 
ire not truly three-dimensional since actu 
illy only ome image is projected on the 

reen, and this of course is viewed by both 
eve it the same time. \l in is a two-eved 
inimal nor ally seeing with two eves, 
which are paced ipp oximatels inche 
ipart, with a slight variation among dif 
ferent people | i h eve there fore creates 


ohtly i tte rent one object 
because it has a different angle of view from 
‘These ditterent 


mages are tocu ed on the 


image of any 


two disparate 


the 


the other 
retinas Of 
eves, and the brain “interprets” all the mi 
nute ditterences between the two Views, and 
constructs a sinvle imaye according to those 


data, plus 


ly important 


and this plus factor is extreme 

plus experience with similar 
optical data in physical contact with such 
life (“ ulti 


a mental process with the eyes the 


objects in. real seeing” being 
mately 
initial instruments of light) transmission) 
always in 


The first is 


‘Three-dimensional pictures 


volve two major operations. 


Build capacity patronage . 











the taking of two photographs of a scene 


from two different points 
to the 


actual observer at the scene). 


corresponding 
i isplac ement of the two eyes of an 
This pro- 


duces two different pictures of the scene, 


identical in subject, but different in certain 


details, particularly those of depth. 


‘The second step Is the presentation of 


these two views in a wav which must bring 


the left-lens view 


and the right-lens view to his 


If we could assume ideal conditions, 


to the observer's left eve, 


right eye. 


the 


ibove operations should place on the retina 


prec isely 


there if 


of each eye 


would be focused one were 


tually present at 


reconstruct the scene exactly 


MNEONSIONS, 


INSTALLING NATURAL VISION 


Natural 


(Tri-Opticon) have demonstrated 


dimensional photographic projection 


the same image that 


ac- 


he scene, and one would 
in all its dt 


Vision and Stereo- Techniques 
three- 


SVS- 


tems based upon the stereoscopic princi les 
} 


mentioned above. Since Natural 


Vision’s 


“Bwana Devil” is being shown to a large 


number of audiences over most of the coun- 


try, it seems timely 


to discuss the prob- 


lems involved in this system’s installation, 


operation and maintenance. 


Theoretically, by using special 








.. for better-than-ever profits... 


by giving a// your patrons the world’s most satisfying screen 


images. Unequalled edge-to-edge sharpness and definition, 


at all ranges, all angles. Breathtaking contrast... 
vivid, brilliant images, actually 44° to 100°¢ brighter! 


Tops in “Come back again!” appeal. 
& 


WRITE for complete information. Bausch & Lomb 
Opucal Co., 67915 St. Paul St., Rochester 2, N. Y. 





BAUSCH & LOMB CENTENNIAL 
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SPOTLIGHTS 


AFFORD ALL THESE 
ADVANTAGES 


® An abundance of exceedingly bright, quiet, flicker- 
less light. 


TROUPER 
HIGH INTENSITY 
ARC SPOTLIGHT 


® Sharp edge head spot to flood. 

® No heavy rotating equipment required. Simply plug 
into 110-volt outlet. 

® Ready portability. Mounted on casters. Easily dis- 
assembled for shipping. 


For large theatres, arenas, auditor- 

jums, ice shows. Adjustable, self- 

®@ Two-element, variable focal length objective lens 
system. 


regulating transformer in hase 
Automatic arc control. A trim of 


@ Si flector. 
carbons burns 80 minutes, Slide pieces glass reflecto ; , a 
i | i nt a ed 45-degrees in 
projector attachment available for Horizonta masking cane "9 oe 
each direction. 


rojecting clean, sharp, clear! P A 
Projecting p, clearly de ® Fast operating 6-slide color boomerang. 
fined pictures even on largest screens. 











Rep 
TROUPERETTE oR RATION 
INCANDESCENT — ONG ELECTRIC C ection Arc Lamps 
SPOTLIGHT THE STR vanutactuet of Fro 30 2, OMI 
d's 
“the Worl vE the 
AVEN ices O” 
For small theatres, hotels, night 44 city PARM jtroo mrerarre OOO. spotlight. 
e ° e or 
clubs, schools. Projects 6% times See your theatre supply vices ont rouper tie Wncandes¢ nt 
. v 
brighter head spots than any other or stage equipment ( ) Strone 
incandescent spotlight. Utilizes all Aeaher St Ute COUnOn 0 
obtain free literature. NAME 
the light through most of the spot 
sizes as contrasted to spotlights STREET | 
which vary spot size solely by iris- 
ing, thus losing substantial light NAME OF SUPPLIER 
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THE ASHCRAFT 


HY DRO-ARL 


designed to produce 


MORE LIGHT at LESS COST 
It is the most 


economical and high powered lamp for 


SMALL and MEDIUM 


DRIVE-INS 


HYDRO ARC for 
W) to 57 feet wide. 


than any Suprex Lamp 


We recommend the 


drive-in from 


c. s. ASHCRAFT 


Long Island City 1,N. Y 


ereens 


MANUFACTURING 
COMPANY 


36-32 Thirty-Eighth Street 





Replacement of 
worn parts in your projector is the small 


est item of good theatre maintenance 





and yet the most vital to , 


patron satisfaction 


HAVE YOUR PROJECTION 
EQUIPMENT INSPECTED REGULARLY! 


LAVEZZ1 MACHINE WORKS 
4635 West Lake Street 
Chicago 44, Illinois 





splitters and lenses (as in the Bolex 16mm 


ystem), it would be possible to photo 
graph the pair of disparate stereoscopic pi 
tures side by side on a single 35mm film. 
‘This would destroy the present aspect ratio 
and reduce the width of the picture by one 
half 
lenses were to be applied. It would be pos 


thle 


unless “anamorphosic transformer” 


to increase the film width to 70mm, 


would serve the purpose. It is important 
that the reels be long enough to permit ad- 
justments and that they be identical. 
Interlocking the two projectors may be 
done mechanically or electrically. Several 
the 


between 


installations in past have used cross 


connections the two machines; 


these have included rigid shafts and coup- 


lings between the projector drive shafts, 
























































but this would destroy equipment stand and the projector shutter shafts. They in- 
| 
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START- STOP SWITCH R— ROTOR | 
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FIGURE !—Wiring and switching connections for projector drive-motors and interlocking 
selsyn motors. | 
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ardization in the field, and there also are 
other problems to consider. 


In order to prevent such a chaotic situa 


tion, the stereoscopic picture pairs have 
been photographed and printed on two 
separate 35mm _ films. 


THE INTERLOCKING PROBLEM 


The projec tion of the pair ot stereoscopic 
films represents some difficult but far from 
insurmountable problems. To begin with, 
a dependable means for interlocking two 


Both 


at the same time, accel- 


projectors must be provided. pro- 
jectors must start 
erate evenly and operate for the full length 
of the new large reels exactly at the same 
speed. 

The projector shutters of both machines 
must Operate in exact synchronism, and 
companion stereo frames of both films must 
register exactly. It should be remembered 
that since each eye sees a frame trom each 
subjected to the 


if there 


machine, the eye will be 
ditterent action of each projector 
is any different action. In such a case eve 


fatizue due to severe strain would result 
very quickly, possibly inducing nausea. 
lor this reason, both projectors must 
be adjusted simultaneously with proper 
projection test films which should include 
vertical and horizontal lines, blocks and 


titles. The $.M.P.T.E. Visual Test Reels 


flexible 


drive motor 


also reduction and 


cluded 


shaft connections between the 
shafts; 


gear 


and even sprocket and chains from 
projector to projector. |For a new inter- 
lock of gear re duction type see the Motio- 
graph device on page 38.—Ed. | 
The most flexible interlock 
projector construction and intervening phys- 


considering 
ical obstacles—is the electrical synchrodrive 
device sometimes called the “‘selsyn motor 
interlock.” As supplied in some of the 
present projection systems, this consists of 
two auxiliary synchronous drives, one of 
which is coupled mechanically to each exist- 
ing projector drive-motor. 

the schematic connec- 


Figure 1 shows 


tions for such a synchro system for two 


machines. The selsyn motors are identical 
and are mounted close to the machine drive- 
motors, and are coupled to them by short 
chain and sprocket drives, as shown in Fig- 
ure 2. The rotor of each Selsyn is equipped 
with a single-phase winding. “These wind- 
ings are connected in parallel and through 
a switch to the 110-volt, 60-cycle mains. 
The stator of each selsyn has 3-phase 
windings, and their terminals are connected 


When 


these 


together as shown in the sketch. 
power is to the 
will turn slightly so that each rotor will 
seek a position in the resultant magnetic 
field which the 
amount of unbalanced current. 


turned on rotors, 


minimum 
This point 


will produce 
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is the position of interlock. Now if one 
selsyn rotor is turned, slowly or fast, or in 
either direction, the other rotor will follow 
it exactly. 

Since each selsyn rotor is coupled me- 


chanically to one of the projector drive- 


FIGURE 2—A selsyn interlock installation. 
motors, when the latter are started simul- 
taneously they will accelerate together and 
then continue to run in step. 

‘The 


motor shaft will not 


ditterence between each machine 


vary more than one 
or two degrees. If one machine motor is 
dightly faster than the other, the selsyn 
motor on the slower machine will tend to 
speed up so as to stay in step with its mate. 
Thus, unless terrific overloads should oc- 
cur or the electrical power be disconnected 
by mistake from the selsyn rotors or the 
projector motors, the machines will main- 
tain perfect speed synchronism. 

The next step in the stereo projection 
chain is the polarization of the light beams 
from each projector before it reaches the 
screen. A filter of light-polarizing mate 


rial (such as Polaroid) is placed in front 


tive and will transmit light only in the 
Figure 4 


shows that the unpolarized light rays leay 


plane, or axis, of polarization. 


ing the projection lens have energy vibra- | 
tions which are in at | 
right angles to the path of the light. When | 
this ray hits the polarizing filter, only those | 


infinite directions 


vibrations, and the components of all the | 
other vibrations which are parallel with | 
the will 
through the filter and will continue in the 


the axis plane of polarizer 


pass 
same plane to the screen. 
An ideal polaroid filter should have a 


SCREENS 


Super-reflective screens for 
al! third-dimensional processes 
and wide-screen systems; en- 
sharp, 


transmission coefhicient of 50°°; however, 
extra losses on the surfaces and in the ac 
reduce the transmission 


‘This means that 


tual material may 
coefficient down to 40%. 
the light loss from the projector through 
the polarizing filter will be 60%. 








gineered to assure 


FILTERS MUST BE COOLED brilliant pictures with vivid 
contrast in any theatre. 
It is obvious, then, that these filters will 

Produced of permanently 
flexible, seamless plastic. 


Clean-cut perforations, with 


get quite warm and they should be kept 
cooled by a continuous air blast. Uhe filters 
shown in Figure 3 are provided with ait 
blowers which serve to keep them cool. no projecting fibres to im- 
pede sound or collect dirt. 
Fungus proof. Unaffected by 
moisture. Shipped with pro- 


tective coating. 


The plane of polarization for the left 
from the horizontal, 
‘That tor the right 


hand machine is +5 
sloping up to the eft. 


Only $1.50 


per square foot 


Write for free sample 
and details today! 


WILLIAMS 


SCREEN COMPANY 
1675 SUMMIT LAKE BOULEVARD 
AKRON 7, OHIO 





FIGURE 3—Port filter shown in position. 


from the horizontal, 
You 
that this formation gives the two projectors 
polarized light planes which are at 90° to 


hand machine is 45 


sloping up to the right. will note 
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FIGURE 4—Step in light polarization from lens to screen. 
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of each projector lens, with its surface at 
right angles to the lens axis. A convenient 
location is the projection ports (see Fig- 
ure 3). 

These polarizing filters are very selec- 


BETTER THEATRES SECTION 
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J. E. ROBIN, INC. 


267 RHODE ISLAND AVENUE 
EAST ORANGE, N. J. 


each other. This relationship is very im 


portant because it is a part of the optical 


mechanism for viewing stereoscopic pic 


tures. The filters in the port frames must 








be aligned exactly and should not be per 
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size panel seams and screen irregularities. 


present time it is recommended for use on smooth 
surfaces such as metal or smooth-side asbestos board. 


Silver Paint will polarize light. \t will 
also diffuse light more efficiently than ordinary 
silver paints. Jf will not blacken. However, in 
line with our policy of never misrepresenting facts 
we call your attention to the following: It will empha- 
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SCREEN CORPORATION 


165 CLERMONT AVENUE BROOKLYN 5. NEW YORK 


20 YEARS of EXPERIENCE in MARKETING SCREEN PAINTS 





| face plays a 


| process. It 








HEADQUARTERS 
for 

24 

MAGAZINES 


and 


i 
REELS 











WENZEL 


Time-Tested 
Theatre Equipment 


Manufacturers of: 
Sound Heads, 


Magazines, 


Projec- 
tors, Bases, 
Accessories 


Parts, etc. 


Send for descriptive 
literature 


WENZEL 


PROJECTOR CO. 
2505-19 S. State Street 
Chicago |, Illinois 
























Handsome, convenient, non-tip- 
ping. Heavy gouge steel. Large 
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of triple plated chrome steel, 
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jiletin No. 501. 


At better theatre supply dealers 









4888 North Clork Street 
G 0 L D ars. Chicago 40, Ilinols 
co. 
a, 





Free and Lasy 
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the product advertised, and often a coupon 
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Mart (insert at page 35) provides a post- 
card for this purpose. . . . Or, if you do 
not see what you want advertised in this 
particular issue, you may write the BETTER 
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mitted at any time to wave or to bulge out 
of line. 

The two light beams leaving the projec- 
tion ports are polarized at an angle of 90° 
from each other and must remain that way, 
even when they are reflected from the 


creen to reach the spectators’ eves. It is 


| extremely important that during this proc- 


ess of reflection the polarization content 


| of each light beam should not be tampered 


| with or changed. 


The 


spectator is provided with glasses 


which contain filters polarized at angles 
| to agree exactly with those of the filters 


words, 
the 
left, and the right eye lens polarized 45 
Now 


ing the spectator has not been jumbled, his 


in the projection ports. In other 


the left eve lens polarized 45 up to 


if the light reach 


up to the right. 


left eye will see only the picture projected 


by the left-hand projector, and his right 


| eve will see only the picture projected by 


the righthand mechanism. 


| METALLIC SCREEN REQUIRED 


The projection screen material or sur 


very important role in’ this 


s absolutely necessary that the 
polarizing plane of the light beams remain 
reflection so as not to 


unchanged during 


disturb the 90° axial separation of the two 
loss ot 


Kor that reason a metal 


beams, otherwise distortion and 
light will occur, 
lic rather than a matte screen surface must 
be used 


‘The 


projection are surfaced with an aluminum 


screens installed for stereoscopic 


bearing coating material which, for best 


3 I) results, should contain a minimum ot 


non-metallic pigment. It has been deter 


mined that under good commercial condi- 


tions, the leakage of vision from one eve 


to the wrong picture is as low as fifteen 
hundredths of one percent. 

In the light of the above discussion, let 
us summarize what must be done, and 
what must be checked or changed, in the 
projection room in order to project. the 
stereoscopic pictures : 

|. Both projectors must be synchronized 
ind interlocked. Almost all mechanical in 
used have been tailor made 


flex- 


Using 


terloc ks so far 
tor 
ible interlock is 


specific installations. The most 


the electrical ty pe 


two selsyn motors. 

2. As indicated in Figure 1, the regular 
projector drive motors must be wired from 
a common switch so they will be energized 
together. The selsyn drives must be pro- 
vided with common power as well. 


3. New 


stalled to handle the 23-inch reels. 


be in- 
Bench 


must be 


24-inch magazines must 


rewinders for these large reels 


raised off the benches with spacers to ac- 
When setting 
the new magazines on the projectors, the 


41) 


commodate the larger reels. 


Continued on page 
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Reference Adv. 
Number Page 
I1—Acler Silhouette Letter Co 16 


Changeable letter signs: Front-lighted paneis for 
drive-ins (1A backlighted panels (1B), and 
changeable letters (iC). All dealers. 
2—American Seating Co. 3 
Auditorium chairs. NTS and direct. 
3—Armour & Co., Fresh & Smoked Sausage 
Dept 23 
Frankfurters. Direct 
4—Ashcraft Mfg Co., Cc. 5 32 
Projection are lamps. Unaffiliated dealers 
5—Ballantyne Co., The 20 
Packaged drive-in equipment. Dealers: 1, 4, 7, 19, 
20 1, 32, 35, 43, 66, 70, 77, 80, 92, 104, 112, 
15, 125, 132 
6—Bausch & Lomb Optica! Co 30 
Projection lenses. Direct and branches and dealers 
in all major cities 
7—Berezny Eng. & Mfg. Co. 19 
Drive-in car counter, Direct 
8—Breuer Electric Mfg. Co 39 
Vacuum cleaners. Direct. 
9—Carbons, Inc. 29 
Projection carbons. Franchise dealers 
10—Coca-Cola Co., The 2nd Cover 
Soft drimks (10A), beverage dispensers (10B). 
Branches in principal cities 
11—F & Y Building Service, The 4) 
Architectural design and building service. 
12—General Electric Co., Electronics Div. 15 
In-car speakers. Direct. 
13—GoldE Mfg. Co. 34 
Sand urns. Direct 
14—Griggs Equipment Co. 15 
Auditorium chairs. Direct 
15—Heyer-Shultz, Inc. 4\ 
Metal projection are reflectors. Dealers marked * 
and NTS 
16—Heywood-Wakefield Co. 1 
Auditorium chairs. Dealers: 8 10, 14, 24, 32, 56, 
100, 1063, 123 
17—Ideal Seating Co. 17 
Auditorium chairs. Unaffiliated dealers. 
18—lInternational Projector Corp 4th Cover 
Projection and sound systems (118A), in-car speakers 
(18B). NTS. 
19—Kroehler Mfg. Co. 38 
Auditorium chairs. Unaffiliated dealers. 
20—LaVezzi Machine Works 32 
Projector parts. All dealers. 
21—Manley, Inc. 24 
Popcorn seasoning (21A), popcorn machines (21B). 
Offices in principal cities. 
22—Marsh Wall Products, Inc. 13 
Decorative wallpaneling. Direct. 
23—Mills Industries, Inc. 25 
Soft ice cream freezer. Direct. 
24—National Carbon Co., Inc. " 4 
Projection carbons. All dealers. 
25—National Super Service Co., Inc. 17 


Vacuum cleaners. All dealers. 
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Number 
26—National Theatre Supply 


Distributors 


27—Poblocki & Sons 


Drive-in sereens 


marquees (27C), box offiees (27D) 






Adv. 

“ EDITORIALLY 
' HOT CHOCOLATE DISPENSER, page 26 

6, 16 New hot chocolate dispenser with temperature 
19 control unit. Marketed by Helmco-Lacy. Postcard 


reference number E42. 


(27A), portable debris cart (27B), 
theatre fronts 


(27E), fester cases »(aF). portable = snack-Lar FROZEN CUSTARD FREEZER, page 26 
(27G). S and direct. 
; ' New twin-head, two-flavor continuous freezer for 
28—Radio Corp. of America 4th Cover frozen custard and all types of soft frozen prod 


In-car speakers. Dealers marked * 


29—Raytone Screen Corp 
Drive-in sereen paint. Unaffiliated dealers. 


30—RCA Service Co. 


Projection and sound maintenance service. 


31—Robin, Inc., J. E. 


Motor-generators. Direct 


32—S. S Cinema Supply Corp. 


Distriby 


33—Sportservice, “7c 


Concession service. « rect 


34—Strong Electric Corp. 


Spotlight. Dealers: |, 2, 3, 4, 7, 8, 9, 12, 13, 14, 
17, 19, 20, 22, 24, 25, 26, 27, 28. 30, 32, 34, 36, 
39, 40, 41, 42, 44, 46, 47, 48, 49, 51, 52, 54, 55, 
56, 57, 58, 59, 60, 62, 63, 64, 66, 67, 70, 72, 75, 
76, 77. 78. 79, 80, 81. 84, 86, 90, 91. 92, 96, 97, 
98, 100, 102, 104, 105, 106, 107, 108, #10, 112, 
113, 14, 145, 816, 117, F118, 824, $22, 824, 128, 
129, 130, #31, 132, 21 
35—Theatre Seat Service, Inc. P 

Theatre chair rehabilitation service. Direct. 


36—Vallen, inc. 
Curtain controls and tracks. Direet. 
37—Wagner Sign Service, Inc. 
Changeable letter igns: 
drive-ins (37A), back-lighted panels (37B), e 


Front-lighted panels for 


hange- 


able letters (37( mechanical device for changing 

letters (37D). Dealers: 1, 8, 10, 12, 13, 14, 15, 16, 
» 21, 22, 23, 24, 25, 26. 28, 29%. 30, 32, 34, 35, 

36, 40, 41, 42. 43, 44, 54, 56, 57, 59, 60, 62, 64, 

66, 67, 69, 70, 72, 73, 74, 75, 77, 79, 80, 86, 88, 89, 

90, 91. 97, 99, 100, 103, 106, 107, 108, 113, 114, 
117, (18, 119, 121, 122, 124, 128, 130, and NTS, 

Detroit 

38—Wenzel Projector Co. 

24-inch magazines (38A), 23-inch reels (38B). 

Direct 


39—Westrex Corp 


Foreign distributors 


40—Williams Screen Co 


Projection sereens. All dealers. 


41—Wrigley, Jr., Co., Wm. 


Chewing gum. Direct. 


ucts. Offered’ by Mills Industries, Inc. Postcard ref- 


34 erence number 23. 
20 LAMP AND RECTIFIER FOR 3-D, page 37 
New reflector arc equipment for 9mmx20-inch 
33 and 10mmx20-inch positive carbons; also a con 
tinuous-duty tube rectifier capable of supplying 75- 
85 amperes for trims using 9mm rotating positive 
15 carbons in an angle-trim lamp. Made for dual arc 
requirement of two-film stereo pictures by Strong 
17. Electric Company. Postcard reference number 34A. 
GEAR TYPE INTERLOCK, page 38 
3! Gear reduction type projector interlocking 
equipment for 3-D projection. Marketed by Motio 
graph. Postcard reference number E43. 
TWO NEW CARBONS, page 38 
New positive carbon for condenser type high 
intensity lamps and new 7mm suprex carbon in 
4\ two lengths added to projection carbon line of 
National Carbon Company. Postcard reference 
16 number 24A. 
PREFABRICATED PANELS, page 39 
9 Prefabricated, prefinished panels for ceilings and 
walls. Made by Marsh Wall Produc ts, Inc Postcard 
reference number 22A. 
DRIVE-IN REPLACEMENT SPEAKERS, page 40 
New speakers, one 4 inches square; the other 
5'/, inches square. Announced by Permoflux Corp- 
oration. Postcard reference number E44. 
" 3-D SUPPLY KIT, page 40 
A packaged 3-D kit with supplies for conversion 
13. of projection to 3-D motion pictures. Announced 
by RCA Victor Division. Postcard number E45. 
33 24-INCH MAGAZINES, page 40 
New magazines of 24-inch diameter for 3-D pro 
27 jection. Marketed by Edward H. Wolk. Postcard 


reference number E46, 


For further information concerning products referred to 
on this page, write corresponding numbers and your name 
and address, in spaces provided on the postcard attached 
below, and mail. Card requires no addressing or postage. 
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ALABAMA KENTUCKY 
i—ecene Foatare Service, (812% Merris Ave, Birmingham Louisville: 

3$4—F alls Theatre Equipment, = ¥ Thiré &t 
ARIZONA ss —Hesdes Theatre Supply, 200 &. 8 
S—Girerd Theatre Supply, 652 W. Ven Buree Bt, Pheesix 
—s LOUISIANA 

New Orleans 
&—Thestrs Sepply Co 1021 Grand Ave., Fort Smith 
{ t 36—Hedges Theatre Supply, 1309 Cleveland Ave. 

+—Perria Thestre Gepply, (008 Main St, Little Reok. oo temas Theatre Gervies, as 8. Liberty St. 

National Theatre Supply, 220 Liberty St. 
— \i-—Southeastera Theatre Equipmest, 214 3. Liberty St.* 

evi Shreveport: 
° oy oo Supoty, 1608 Themes 49—Alea Boyd Theatre Equipment, ?. 0. Box 362. 
os Angeles: 
Jems F. Piibert, 2007 S. Vermont Ave.° MARYLAND 
Matienal Theatre Supply, (961 & Vermont Ave Baltimore: 
7—Pemerex Theatre Supply, 1969 8 Verment Ave o—j. F. 12 East 25th st 
S. Vermont Ave 4— Jusmas : 2 t. 
6S. 7. Ghenrer, 10% National Theatre Supply, 417 St. Paul Place 
See Preacisco: MASSACHUSETTS 

Mativen! Theetre Sepply. 255 Golden (ate Ave 
&—Preddey Theatre Supplies, 167 Golden Gate Ave Boston: 
(ea. *. Shearer, HS Geiden Gate “ve 41—Capitol Theatre Supply, 28 Piedmont St.* 
|W esters Theetrical Equipment, $37 Goldew Gate Ave.* 42—J0ee Cifre, 44 Winehester St 


COLORDAO 44—Massachusetts Theatre Equipment, 26 Pledment St 
. Nationa! Theatre Supply, 37 Winchester St. 
Deaver: 45—Staaderd Theatre Supply, 78 Broadway 


(2-—@rehee Grethers, 048 Linesin Bt 
Nations! Theatre Gepply, 2/11 Ceampa St 
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Dealers in the United States listed alphabetically by states, numbered or other- 
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43—indepeadest Theatre Supply, 28 Winchester St 


46—Theatre Service & Supply, 30 Piedment St. 


\S—Mervice Theatre Supply, 2664 Broadway MICHIGAN 
(4 Weeewe Service & Supply, 21/20 Brosdway* Detroit: 
CONNECTICUT 47—Amusement Supply, 208 W. Monteaim St 


46—Ernle Forbes 
4e—McArther Theatre Equi pmeat, 
National Theatre Sepyiy. (22 Meadew St National Theatre Supply, 
—United Theatre Equipment, 
Grand Rapids: 


5i—Ringeld Theatre Equipment 


New Haven: 


DISTRICT OF COLUMBIA (Washington) 


i> —tiriest & Sees, 825 New Jersey Ave., N. W.* 
(6—tee Leet, 100) New jersey Ave. N. W 


FLORIDA MINNESOTA 
Minnea i 
17—Je0 Merwetoln, 7/4 N. E. ist St.. Miami 52—Elliett Theatre Equipment, 1/10 Niesilet Ave 
&.—@ewthenstere Equ pment, 206 E. Bay St Jacksonvilie.* 53—F resem Theatre Supply, {111 Currie Ave.* 
19-—Usited Theatre Supety, 110 Franklio St.. Tampa A—Mianeapelis Theaire Supply, 75 Giowwoed Ave 
@—Ueited Theatre Supply, 5289 W. Fiagler SL. Miami.* National Theatre Supply, 5@ Glenweed Ave. 
GEORGIA 55 —Westers Theatre Equipment, 48 Gienweed Ave. 
' MISSOURI 
Albesy: Kansas City: 
Dinte T t Servi & ¢ pl eto N. St D “ 
ee —s 56-—Misseuri Theatre Supply, 116 W. 18th St.° 
Atiaate National Theatre Sepply, 2273 W. (8th St. 
57—@hreve Theatre Supply, 2/7 W. (8th St. 
13--Oapitai Oity Supoly, 6! Walten St N > al 
Nati 1 re Supply. (87 Walton St ‘6-—teopbias Theatre Equipment, (804 Wyandette St 


N : 
36 —Seuthoastorn Theatre Equipment, 20:-3 isshle St nN. Ww.* St. Louis: 
£ 59—MeOarty Theatre Supply, 3330 Olive St. 
National Theatre Supply, 3212 Olive St. 


14——Wil-Kiea Theatre Supply, 30! Nerth Ave, N 


Teeatre Supply, 214 W. Montealm St. 
454 W. Columbia St. 


2312-14 Cass Ave 


ILLINOIS OH. Lewis Supply Ce., 3810 Olive 8° 
Chicago MONTANA 

B—Abbett Theatre Supply, 1311 S. Wabash Ave.* 6i—Meatane Theatre Supply, Misseula 

o. e ER hg aad Hag i208 8. Wabash Ave NEBRASKA 

B—Mevig Supply, 1318 3 Wabash Ave Omaha: 


Neticost Theatre Supply, 1525 S. Wabash Ave 


62-—Gallantyne Co., 


(712 Jaekson St. 


National Theetre Supply. (616 Deveapert St 


INDIANA 65—Quality Theatre Supply, 1815 Davenport St 
Evansville 64—Western Theatre Supply, 214 N. [5th St.* 
@—Lvenevilie Theatre Supply, 2000 E. Chandler Ave NEW MEXICO 
indianapolis 65—Eastera New Mexico Theatre Supply, 
1—Ger-Bar, ioe. 442 N. Iilimois St NEW YORK 
‘ Mid Woet Theatre Supply Compary, 448 N. lilinois St.* ' 
Netienn! [bheatre Supply, 456 N. Iilinels St Albany 
: 66-—Albany Theatre Supply, 445 MN. Pearl. 
IOWA National Theatre Supply, $62 Breadway 
Des Moines: Auburn: , 
3 —Dee Moines Theatre Supply, 117) High St 67—-Aubors Theatre Equipmest, § Court St 
National Theatre Supply, (/@2 High St Buffalo: 
KANSAS @—Beeker Theatre Equipment, 402 Pearl St. 
69—-iasters Theatre Sappty. 496 Peart St.* 
Wichita Neticaal Theatre —y 4 a pay. a 


53--Geuthweet Theatre Equipment, FP. ©. Bex 2136. 


71 —Usited Prejeeter & 


pr. © 05 Pear 
oF =, 238 Frashile st 


106 Michigan St, N. W 


106 Michigas 8t, N. W 


Box 1009, Clovis. 
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New York City: 
72—Amasement Supply, 341 W. 44¢h St. 
73—Capito! Motion Pleture Seppiy, 650 tet Ave.* 
74—Crowm Motica Picture a Bu4 W. 44th &H. 
75—Joe Hornstein, 630 Nioth Ave. 
athena Theatre Supply, 356 W. 44th St. 
76—6.0.8. Cinema Supply, 602 W. 52nd St. 
77—Star Cinema Supply, 441 W. 50th St. 
Syracuse: 
78—Central N. Y. Theatre Supply, 2/0 N. Sallee St. 


NORTH CAROLINA 


Charlotte: 
79—Bryant Theatre Supply, 227 S$. Chureh St. 
80— Charlotte Theatre Supiily, 116 & Pepiar. 
8i—Dixie Theatre Supply, 213 W. 3rd St. 
N nal Theatre Supply, 304 8. Chureh St. 





63 outheastern Theatre Equipment, 209 S. Poplar St.* 

83—Standard Theatre Supply, 2/9 S. Church St. 

84—Theatre Equipment Ce., 220 & Popiar St. 

65—WIl-Kio Theatre Supply, 229 S. Chureh St 
Greensboro: 

86—-Standard Theatre Supply. 2/5 E. Washington St 

67—Theatre Suppliers, 304 8. Davie St. 


OHIO 


Akron: 

88—Akrea Theatre Supply, (20 E. Market St. 
Cincinnati: 

80—Mid-West Theatre Supply, 1638 Central Partway.* 

National Theatre Supply, (657 Central Parkway 

133—Theatre Equipment Co., 1714 Logan St 
Cleveland: 

National Theatre Supply, 2/28 Payne Ave. 

90—Ohie Theatre Equipment, 2108 Payne Ave. 

9i—Oliver Theatre Supply, E. 23rd and Payne Ave.* 
Columbus: 

92—American Theatre Equipment, 165 N. High St. 

93—Mid-West Theatre Supply, 862 W. Third Ave. 
Dayton: 

94—Dayten Theatre Supply, i!i Velkenand 8t. 

95—Sheldew Theatre Supply, 627 Salem Ave. 





Toledo: 
96—American Theatre Supply, 439 Dorr St 
97—Theatre Equipment Co., 1206 Cherry St. 
OKLAHOMA 


Okiahoma City: 
98—Century Theatre Supply Ce., 20 N. Lee St 
99—Howell Theatre Supplies, 12 S. Walker Ave. 
Natienal Theatre Supply, 700 W. Grand Ave 
100—Oklahoma Theatre Supply, 628 W. Grand Ave.* 
OREGON 

Portland: 
10i—Moderm Theatre Supply, 1935 N. W. Kearney St.* 
102—Pertiand Metion Pieture Supply, 916 N. W. {9th St 
103—8. F. Shearer, 1947 N. W. Kearney St. 
104—Theatre Utilities Supply, 1987 N. W. Kearney St. 
(06—later-State Theatre Equipment, 1923 N. W. Kearney St 
PENNSYLVANIA 

Philadelphia: 
106—Biumberg Bros., 1305-07 Vine St.* 
National Theatre Supply Co, 1225 Vine St 

Pittsburgh: 
107—Alexander Theatre Supply, 84 Van Bramm 8t.* 
108—Atias Theatre Supply, 402 Miltenberger St 
National Theatre Supply, 1721 Bivd. of Allies 
100—Superior Motion Pistare Supply, 84 Van Bramm St. 

Wilkes Barre: 
110—Vineent M. Tate, 1620 Wyoming Ave., Forty-Fert 
RHODE ISLAND 
lit—Rhede Island Supply, 357 Westminster St., Providenee. 
SOUTH DAKOTA 
112—-Amerieaa Theatre Supply, 316 8. Main St., Sleux City. 
TENNESSEE 

Memphis: 
113—-Monares Theatre Supply, 492 8. Seeend St.* 
National Theatre Supply, 412 8. Second St 
114—Tri-State Theatre Supply, 31/8 & Seeend St 
TEXAS 

Dallas: 


1(6—Hardia Theatre > Suaet 74 ~— Hampton Ad. 
1'\@—Herber Bres., & Harve. id St. 
(\7—-Medera Theskre Rovlemene joe saieee st. 


Matiseal Theatre % ly. 300 8. ood St. 
118—Seuthwesters Theatre Tecterene’ 2010 Jackson St.° 
Houston: 


1 19—Seuthwesters Theatre Equipment, 1622 Austin St.° 
San Antonio: 
'@—Alame Theatre Supply, (808 Alametee St. 
UTAH 
Sait Lake City 


\2\—latermewntale Theatre Supply, 284 &. First Sewth Ot. 
|22-—Serviee Theatre Seppty, 256 £. First Geuth 
(23-—Westere Geend & Keulpment, 264 £. First F a oe. 


VIRGINIA 
124—WMerfeik Theatre Supply, 2706 Colley Ave., Nerteth. 
WASHINGTON 

Seattie: 
125—American Theatre Supply, 2300 Firet poe @ Bell Gt. 
126—l\ater-Siate Theatre Equipment Oe., 2224 Sescsed Ave. 


'27-—-Medere Theatre Supply, 2400 Third Ave.* 
National Theatre Supply, 23168 Second St. 

128—B. F. Shearer, 2318 Second Ave. 

WEST VIRGINIA 

129—Charlestea Theatre Supply 506 Lee St, Charleston. 
WISCONSIN 


Milwaukee: 
130—Mankerdt Ce., 1705 W. Clybeure Ot° 
National Theatre Supply, (027 MB. Elghth Ot. 
t3i—Raey Smith, 719 W. State St. 
133—Theatre Kevipmest & Gupsty, 641 MN. Seventh Ot 
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Strong Lamp and Rectifier 
Announced for 3-D Projection 


In response to the dual arc requirements 
of two-film stereo picture £5 the 
Electric Toledo, Ohio, 


has announced reflector are equipment for 


motion 
Strong Company, 
Ymm x 20-inch and \Omm x 20-inch post 


tive carbons to provide trims of one-hour 
continuous-duty 


of supplying 75-85 


and als “oad 


capable 


burning rate; 
tube rectifier 
amperes for trims using 9mm rotating post 
five carbons in an angle-trim lamp. This 
described below by Arthur 
Hlatch, vice-president in charge of engineer 
Nag tor the 


equipment is 


manttacturer, 


PHE SUDDEN and in 


tense interest of exhibitors in three 


dimension pictures, caused by announce 
ments of the coming availability of three 
dimension features, has resulted in a rush 
to convert projection equipment for this 
type of presentation. In instances 


that 


many 
have come to our attention the ex- 
hibitor has not realized the limitations of 
his projection lamps and are power supply 
because his main interest has been 


sets 


drawn to the unusual necessities of most 


of the new 3-D > systems—coupling of the 
projectors, polaroid filters and glasses, and 
non-difttusing screens—to say nothing of the 
actual booking of such 3-D features. 
Third-dimension picture projection calls 
for simultaneous operation otf two or more 
projectors and projection arc lamps. Since 


both projectors run simultaneously, the 


conventional changeover is impossible, un 
less four or more projectors are used. To 
make this duplication of equipment un 
necessary, reel sizes have been increased to 
accommodate up to S000 feet, so that 
ordinarily only one intermission is necessary 
during the averave feature. 

This increase in reel size demands lamp 
at least 58 


minutes without retrimming to permit the 


houses with a burning time of 


50-minute running time, the 


2-minute 
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burning-in time, and a 10% safety factor. 
Most projection arc lamps in use now were 
designed to project only two double reels 
and they cannot be 


without retrimming, 


used for three-dimension — presentations 


without two or three intermissions during 
a feature—a highly undesirable condition. 

‘The second consideration with regard to 
projection lamps Is not as obvious as the 
first. It concerns the increase in illumina 
tion from the lamphouse, which is necessary 
to overcome the losses introduced by the 
filter at the projector, and the spectacles 
worn by the audience. 

\lthough both projectors operate simul 
caneously and the projected pictures are 
superimposed, one over the other on the 
seen by each 


screen, only one picture ts 


eve. Hence, since the visual sensation of 


is not addi 


rightness as sensed by one eve 





Burner mechanism of lamp ''90,000-8 (3-D)."' 


tive to that sensed by the other eve, the 
brightness value from both projected images 
is only equal to the brightness of one 

Moreover, the light from these projec tors 
has been reduced to approximately 500% by 
the filter at the projector betore it hits the 
screen, It is true that the non-diffusiny 
type of screen does somewhat increase the 
apparent brightness to the viewer, but the 
offset by 


net effect is the approximately 


15% loss in the spectacles worn by the 


viewer, and the general trend toward a 


larger size for 3-D to overcome the size 
reduction illusion. 
As a rule of thumb, the net brightness 


to the viewer for 3-D projection will be 


approximately 40° of the brightness for 
merly obtained on two-dimension pictures 
with the same projection-lamp light de 
livery. 


STRONG LAMP ‘90,000-8 (3-D)”’ 


Strong Electric Corporation therefore 


reflector are lamp cat 


(3-1))” tor 


has ANNOUTK ed al 


aloved as “9O,000-8 three 


dimension projection, “This lamp accom 
’0-inch 


burn continuously for a full 


modates a trim of carbons which 


will hour at 


/S amperes (using 10mm positive ind 5/16 


inch negative), or at 9S amperes (using 


10mm _ positive and 11/32-inch negative) 


The position of the positive are crater 
in the Strong “90,000-8 (3-D)” is auto 
matically maintained at the exact focal 
point of the reflector by means of the ex 


clusive “‘lightronic” crater 


The 


are advanced by separate motors, the speed 


positioning: sys 


tem. positive and negative carbon 


of which are governed by the “Bi-metal 
| ube,” 


the crate! 


Lightroni (nce the are has been 
struck, 


length are automatically 


positioning and the ap 


maintained with 
out manual adjustment 

This feature is important in 3-D pro 
jection because with the long burning 
period it is virtually impossible to maintain 
crater exactly it the 


reflec tor 


the position ot the 
focal 


quent 


point of the without fre 


manual corrections, unless an auto 
matic positioning system is built into the 
lamphouse. 

The optical system comprises an ellip 
tical reflector 16! 
a resultant speed of f/1.9 to 
available high speed f/1.9 pro 
Phe 


an integral part of the back 


inches in diameter with 
match the 
currently 
jection. lens. mirror and its tilting 
mechanism are 
door of the lamphouse which wings out to 
illow easy cleaning of the reflector ind 


convenient trimming of the lamp 


The “90,000-8 (3-D)” feature unit 
construction whereby the mwiou com 
ponents are instantly remoy thle for clear 









nd pectior Phe lamphouse ts fin 
hed ' L | t 
ed I rac ( ra wrinkle with 
h ne trin nd veigh 165 pounds 
I} maye im ammeter for 
reading the irrent it the arc, an auto 
if trimmu nd tramin light, and an 

le ase ten 


1 rectil enerato Durn-out will 
e the first ndication to many exhibitors 
liat the have o erlooked a very important 
tractor ! onverti te three daimension 
| Ture 

\lmo without exception pre ent rect 
fie I ise i $Sinm projection are up 
pli ire designed to withstand operation 
te ‘Oominute “or O-minute “oft” cvele 
nl I he ntermittent oft cooling 
period nece to avoid temperature 
within the equipment which wall damage 
ind reak dow! the elects il insulation 
nad re ' ' n-out 

Csenerato 1KEeW ( ire «ce nN d t© ust 
under thie present projection practice ot 
dual operation only tor a 3- to 5S-muinute 
period each 20) minute Q)peration of twe 
lamps trom one generator tor lengthy and 
repeated periods will cause overheating ot 
this type of equipment ind con equent 
burn-out 

Many exhibito will learn, to thet 
orrow that though their present in 
power supply equipment will deliver the 
required power for thie extended period is 
required the cumulative effects of the re 
ultant overheati will result in) tailure 
Furthermore th tailure may not occur! 
n days or weel but perhaps in. several 
month kailures of this type wall) cer 
tainly not be covered by any manufacturer's 
uarantee and the exhibitor will have to 


hear the cost of repairs or new equipment 


plus the loss of a few showings inasmuch 


» chance of limping along on 


is there is n 






ca | 


KROEHLER Fash-Bi 


. Push-Back 


is a trade-mark owned and registered by the Kroehler Mfg. Co 


one projector with any of the 3 DD systems 
now in use 

\ccordingly, Strong announces a con 
tinuous-duty rectifier catalog “Q5 008 


3-[D companion to the ‘90,000-8 
3-1))” lamp for 3-D projection arc sup 
ply. ‘This new rectifier will meet the 
requirements tor 3-1) projection under 
continuous-duty cycles for current ranges 


of 75-85 amperes when using a 9mm bare 
positive carbon in an angletrim lamp. 
‘Transtormer taps provide adjustment to 
voltage Variations 
10% 


5 ipply 


compensate tor 


through a range ot 10 above, of 


below, the rated a.c. input voltage through 
the output rating range. 

ihe complete electrical and mechanical 
issembly consist of three transtormers, 


six tube sockets and 


manually - operated 


output control han 
dle which actuates 
the eight point ro 
tary switches that 


are employed to in 
crease Or dec rease 


the output power 


even when the arc 
is burning. 

Higher 
3-1) 


use 


powel 
rectihers tor 


with lamps 





burning 1Omm car 


bons are also in pro 


Rectifier "95008 (3-D) 
duction and will be 
iwatlable tor delivery in the near future by 
Strony 
Strong Electric Corporation ts also an 


the establishment of a special 


department to handle the problems of ex 


nouncing 
hibitors and equipment-supply dealers in 


connection with 3-D lighting and power 


problems. “They will be glad to assist to 


the extent of their specialization in their 
field if a problem ts outlined for them to 


consider. 


at 
Easy sitting comfort th 


a 
Pays off op Your box Offices 


* 
THEATRE SEATS 


Naperville, Ilinots. 












Gear Reduction Type 
Interlock Equipment 


GEAR REDUCTION type 
projector interlocking equipment for third 
dimension projection has been marketed by 
Motiograph, Inc., Chicago. This mechan 
ical system (pictured herewith) is available 
for immediate delivery. 

It interconnects the soundheads through 
boxes mounted in front of 


vea;4 reduction 





by a 


the soundhead castings and joined 


slowly revolving cross-rod. It ts adaptable 


for use with any make or model of 


mechanism, the announcement states, ‘“ex- 


cept certain. obsolete models having un 


orthodox drives.” 
interlock 


Equipment for — electrical 


(selsyn motors) is furnished on special 
order only, the company adds. It can be 
used under the same conditions as_ the 
mechanical system, with the motors re- 


placing the two gear reduction boxes. 


New Straight H. 1. and 
7mm Suprex Carbons 


A NEW positive carbon for 
condenser type high-intensity lamps in the 
larger theatres which, however, do not re- 
quire the full maximum light of National 
“Hitex” carbons; and a new 7mm suprex 
carbon in two lengths, have been added to 
the projection carbon line of the National 
Carbon Company. 

Designated as the 13.6mm x 22-inch 
“Regular H-I Positive Carbon,” it is de 
signed for operation between 125 and 160 
amperes, to provide a much wider current 
range than previous carbons for similar 
service. 

Advantages of the carbon, according to 
the firm, include 15°, or more, longer 
life with equal light at 


also a cooler light giving less heat at the 


the same current, 


aperture, and lower carbon cost per hour 
of operation. ‘The announcement from Na 
tional Carbon states: 

“The cooler light is of considerable sig 
nificance because it permits this carbon to 
be burned at 10 amperes higher current 


to give approximately 10% more light with 
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no increase of heat at the film aperture.” 

The shipping case is identified by the 
letter “P” after the lot number on the end 
panel. It is explained that orders should 
be placed through regular distributor 
channels by catalog number LOUIS. 

The 7mm suprex positive is for variable 
feed lamps and is available in 12-inch and 
14-inch lengths. Rated at 42-50 amperes, 
“it gives more light at the same carbon 
consumption,” the announcement declares. 
“Moreover, it gives the same light at less 
current and lower carbon consumption than 
its predecessor.” 

The new suprex carbon can be ordered 
through regular distributor channels by 
Order No. LO521 tor the 12-inch, and 
LO525 for the 14-inch. The older 7mm 


suprex carbon will continue in use tor 


|-kilowatt fixed ratio lamps. 





Prefabricated Panels 
For Ceilings and Walls 


PREFABRICATED, prefinished 
hollow-core panels designed for ceilings 
and walls in commercial interiors have been 
marketed by Marsh Wall Products, Inc., 
Dover, Ohio, manufacturers of Marlite 
plastic-finished wallpanels. 

Known as “Korelock,” the panels are 
constructed with an interlocking wood core 
between two sheets of Masonlite Duolux. 
The face of the panel has the baked Mar 
lite finish, and the back is sealed and baked. 
The wood core provides a tonpue and 
vroove design tor concealed fastening. 

The panels can be quickly and easily in 
stalled, the company points out, without the 


use of backing materials, adhesives, clips, 


division mouldings, and bracing. An in 
genious tongue and groove system with 
special Marsh “Vee’ joints provides easy, 
accurate fitting for a_ finished appearance 
without the use of mouldings. The tongues 
are pre-drilled for screw-type nails to as 
sure permanence and exact positioning of 
the panels. 

Available in two sizes—24x48 and 
24x96 inches—the panels can be cut with 
regular carpenters’ tools when fitting is re 
quired around windows, doors, columns, 
etc. They are manufactured in cream and 
white in a satin semi-lustre for maximum 


light reflection; and in distinctive wood 
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WITH 


ToRNADO. 


THEATER 
CLEANING 














Is yours the one out of 





every four theaters being ‘“Tor- 





nado cleaned” today? If not, 





9 bd . . 
you're missing your big oppor- 





tunity to reduce cleaning hours 





with plenty of savings. Tornado 





offers faster, more thorough clean- 





ing of seats, floors, stairs, screens 






and other areas. It’s the ma- 






chine designed to answer each 
difficult problem of theater 
cleaning. 



















Asa 
Blower 
Sweeper 


Tornado moves 
boxes, rubbish and 
debris four times 
faster than any 
other method — 
cleans where noth- 
ing else will. 






















As Shoulder-Type Vacuum 


Tornado cleans stairs, seats, drapes, screens, 
carpets—Is always at the operator's side, 
causes less fatigue. 








Learn the whole story about Tornado Theater Cleaning 


Write for Bulletin 597 


OREWER ELECTRIC MEG. CO 


5100-B NORTH RAVENSWOOD AVENUE CHICAGO 40, ILLINOIS 










tery vhich include mahogany, walnut, 


ma vera and natural prima vera 


cleaned simply with a 


vra pr 
I he panel can ¢ 


damp cloth 


Two Sizes of Drive-In 
Replacement Speakers 


| 
theatre 


TWO NEW drive-in 


Cl ement speakers, one + inches square 
nd the other inches quare, have been 
innounced by the Permoflux Corporation 
(hicayo and Glendale, Calif. The company 


points out that the VOIce coil yap Is made 


rer than usual because their experience 


ni hown that ivery large percentaye of 
lrive-in theatre speaker failures result from 
ru in voice coil du to warping ot the 
oice coil or corrosion of the voice coil 


} 


ned to insure that 


lhe larger gap ts desi 
the voice coil will not lo restore full 


1.47 ounce 


rub. 


ensitivity to the larger gap, a 





iste id ot the 


used 


Com only 


maynet one ounce 


found ui outdoor 


1/7t brian 
peakers, the company explains 


\etal parts 


nan luding the voice coil ap, 


have been given a di hromate treatment de 
sit ned to prevent Corrosion, \ special cork 
rasket is used, in tead of the ordinary witer 
ibsorbent paper type, to prevent warping 
of the cone due to swelling and buckling 
of the rasket Lhe cone is water and 
funyvus-proot 

Both models have the 1.47 oz. Alnico 


5 magnet and 3.2-ohm voice coil. They are 
bulk-packed, I8 to a 


not sold in broken carton 


supplied standard 


carton, and ire 


quantities 


Williams Pushes 3-D 
Screen Production 


PRODUCTION of metalli 


tor three-dimension projection ts 


screen 
now taking the entire facilities of the 
Williams Screen Company, Akron. Ohno, 


40 


according to a report from Harry C. Wil 


liams, president. hese screens are produced 


from seamless plastic, and it is stated that 


they remain permanently flexible, have per 
with no fibres to im 


foration projecting 


pede sound or collect dirt, are fungus proot 


hac h 4 


h pped with a protective coating the an 


ind unaffected by moisture. reen 


nouncement points out 
Williams’ 
\ldine, Wilm 
Indianapolis ; 


Washington 


Cleveland: 


Recent installation of these 


$1) screens include Loew's 
Del. ; Ohio, 
Palace Memphis ; 
‘Theatres’ Haltnorth, Loew's 
New Orleans; Switow’s Kentucky, 
Louisville; Loew’s Broad in Columbus and 
Defiance, Ohio; 


Setto’s 


nyton Settos 


Loe Ww 


State, 


Loew's 


Ranger, 


the Valentine in 
Louisville; and 


Lim a ( Ihio. 


State 


3-Dimension Kit for 
Projection Conversion 


4 PACKAGED ‘'3-Dimension 
Kir’ 


projection to 3-D motion pictures, has been 


embracing upplies for conversion of 


innounced by the Theatre Equipment Se 
RCA. 


Included in the package are 


tion of 
two. selsyn 


interlocking motors; a mounting — plate 


which can be attached to the two sound 


head motor mounting bolts, i silent chain, 


ind two sprockets to couple the motors, 


with special screws for attaching the 
sprockets to their respective motor shafts. 
Also provided are upper and lower 24 


inch film magazines to replace the conven 
tional mayazines, and two small blowers to 
keep the polarized filters in the projection 
ports cooled so they will not deteriorate. 
The lower film magazine is equipped with 
iespecial belt-driven film takeup. 
idependent RICA theatre supply dealers 
are now prepared to supply the kit as well 
is an additional power supply unit that may 
he required In some projection booths for 
simultaneous operation of both are lamps 
at the desired amperage, according to the 
company 

adds that recent en 
RCA’s 


screen Is well suited to 


‘The announcement 


studies have shown 


Silver” 


vineermy 
“Seamless 
3-1) films 
oO1lrizinyg ters or yrovection, an 
Pol filt f t | 
polarized spectacles for patron use, are not 


a part of the RCA kit. 


24-inch Magazines 
For 3-D Projection 


24-inch 
dimension projection 
have been marketed by Edward H. Wolk, 
Chicago. Holding 5,000 feet of film, they 
steel 


MAGAZINES ot 


diameter tor third 


and covers ot extra 


the 


have bodies 


strength to absorb additional = film 





“PERMASCREEN” INSTALLED 








Screen tower of the Brewer drive-in at Pauls Valley 


Okla., following installation of a ‘Permascreen,' 
the vitreous enamel screen material developed for 
by Poblocki & Sons, The 


drive-in is owned and operated by L. E. Brewer, 


drive-ins Milwaukee. 
who has commented that as a result of the new 
screen, ‘the picture is fully 50% more brilliant, 
the definition and depth of focus clearer and more 
distinct, with no distortion from the angles.” 





weight, 


the 


with dimensions ample to prevent 


reels from rubbing against the walls. 
Cast-iron brackets and hinges allow. for 
increased stress, strain and weight. ‘Vakeups 


ball The 


have large glass windows to permit opera 


operate on bearings. magazines 


tors to view the reel conveniently during 


operation, 
Distribution 


is through authorized the 


atre equipment dealers for delivery in late 


April and early May, according to the 

Wolk announcement. 

Multi-Clean Takes Over 

G-E Industrial Cleaners 
GENERAL ELECTRIC heavy 


duty (industrial) vacuum cleaners are to 
be manufactured under a trade-name 


by Multi-Clean Paul, 


Minn. Vhe latter has announced purchase 


new 
Produc ts, Inc = St. 


of the manufacturing facilities of the Indus 
trial Vacuum Cleaner Department of G-E, 
including production dies, patterns, fixtures 
and inventory. 
\Tulti-Clean is 


at St. Paul where production of the 


constructing a new tac 
tory 


line will soon begin 


* 
OVER 400 METALLIC SCREENS 
Installation of more than 400 Walker 


metallic screens during the last two months 
is reported by National ‘Vheatre Supply. 
Pointing out that only part of these instal 
theatres showing third 


W. |. 


president ot N ey said that the screen 1s 


lations were in 


dimension. pictures, Turnbull, vice 


also suited to regular pictures as well as 


television, adding: 


at 


is custom-coated for the particular 


requirements ot each theatre, considering 
such factors as width and length of the 
auditorium, angle of projection, and type 


of light sources used.’ 
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3-D Comes to 
Theatre Projection 


(Continued from page 34) 


pedestals may have to be pulled back to 
prevent the uppers from striking the front 
walls. Also if the lower magazine strikes 
the projector pedestal, a common fault 
with the older types, wedges must be man 
ufactured locally to offset the magazines 
forward for clearance. 

4. The projectors must be aligned on 
the screen perfectly. Projectors must be 
moved and relevelled until the test film 
images projected by both machines coincide 
exactly. Any change in angle, or in spac- 
ing between images, will cause severe eye 
strain. 

5. The filters must be installed on the 
porthole frames so they are centered on 
the projection light beam and so the top 
edge is perfectly level. The filters should 
he handled carefully and cleaned, with a 
“Static master brush” only (this “brush” 
vives the filter material a positive electrical 
charge to repel dust, which 1s negative). 
Each filter must be installed in front of its 
proper projector. Spare filters come in 
pairs—they cannot be swapped from ma 
chine to machine. Small electric blowers 
should be mounted so as to produce the 
vreatest amount of cooling of the filters 
without causing them to flutter. Excessive 
heat on the filters will cause them to bulge 
and will ruin them. 

6. Picture changeover mechanicm should 
be rewired to make both dowsers operate 
in common rather than in Opposition. It 
may be necessary to install reversing 
switches to permit shifting from normal to 
stereoscopic operation, and vice versa. 

7. Lenses should be of the finest ; care 
fully matched for maximum light, field 
and focal length. 


LAMP OPERATION 


8. Since both projectors must be able 
to operate close to an hour, continuously, 
both are lamps must be similarly capable 
of feeding positive and negative carbons 
without interruption. In some cases this 
cannot be done with lamps operated as us 
ual. In such instances it will be necessary 
to reduce the arc current somewhat, or 
increase the carbon size in order to lengthen 
the burning time of the carbons. Lamps 
which are equipped with rotating carbons 
will not have to undergo such an adjust 
ment 

It is possible, for example, to operate for 
50 minutes with 8mm_ suprex positives 
burned at 60 amperes, and 9mm suprex at 


65 amperes. However, due to the inser- 


tion of the filters and viewing spectacles, 
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“ The Metal Reflector Yau 
Have Been Waiting For” 
ow: 
15% MORE LIGHT 
ON YOUR SCREEN 
With The H-S 52" Aluminum Reflector 


a 
NO , 
T Way AIL "yee 
HRovGH . LE 
DEALERS , 


Raa 











° ee HEYER - SHULTZ INC., 
Economical - Efficient -Dependable — cepar crove, n. J. 















Often we get new jobs, with sugar- 
coated recommendations from pleased 
customers. That delights us! In case you 
don't know us, may we modestly recom- 
mend our own set-up? We're tops in 
seating rehabilitation—repair of parts, 
upholstering of seats or backs; replace- 
ment of worn cushions or backs with new 
3 ones—on any type or make of chair. 
; SKILL..? Professional! QUALITY .. ? 
Super! SERVICE..? FAST! GUAR. 
ANTEE..? 100°! And, there's no 
interruption of your daily show. May 
we quote on your needs? Write today. 
MANUFACTURERS— 

foam rubber & spring cushions, back & seat 
covers 


DISTRIBUTORS— 
Upholstery fabrics and general seating supplies 
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The F & Y Building Service is the outstanding 
agency in Theatre Design and Construction in 





Ohio and surrounding territory. 


THE F & Y BUILDING SERVICE 
319 East Town Street Columbus 15, Ohio 


“The Buildings We Build Build Our Business” 

















Selsyn Production 
Increased Eight-Fold 


With Selsyn motors of the siz 
used for 


being 
third-dimension motion 
hen's teeth 


Electric 


picture 
scarce as 


the 


early 
Com 
from a 
to 600 a 
spokes 


that the 


projection 
w February General 


pany has increased production 
normal’ rate of 75 per week 
week according to a company 
man in New York, who said 
sudden demand, amounting to 


times 600 


many 
was due to orders from sup 
ply dealers and theatre operators as well 
as from Natural Vision, producers of 
Bwana Devil 

De livery of the 


which are rated at 60 cycles 


self-synchronous 
motors 
with 50 ounce-inch torque displac ement 

not to be expected at the 600-a-week 
end of March 
delivery of about 24 a week is believed 


rate until the however 


possible at a much earlier date 











pectator may be over 
Ot)‘ o reduction of light is just about 
impossible in theatres which may just be 


tandard even for normal projection 
Here thie 


equipment 


up to 


solution can only be new 


lamp 


Y Since both lamps must be operated to 


tether and continuously, special attention 
must be given to d.c. generating equipment 
tlong the following line 

Where projection rooms are equipped 
with single generators, the machines nor 


mally are capable of handling one are only 


1 
for any substantial 


lly 


duration of time Usu 


the overload ot the st ond project 


can be sustained only for a few minutes 
lrying to operate both ar teadily or 
these reneratotr will eventually produce 
breakdown In this case a second venet 
itor, Or a proper rectifier must be provided 


for the second ar 
W here 


to operate 


rectifiers are used, it may be pos 
if the rectifiers 


Ih 


ind especially the 


style continuously 


were originally built tor uch duty. 


mstormet “ inding 


rectihier plates must not be overheated be 


yond their safe operating temperatures. In 


these case the mat ufacture! should be cor 
, 


| 
ecommendations taithtulls 


ulted and hi 


tollowe d 


Where 


no spect 


} ! 
aa Is supplied from city mains 


il chanve itt required 
whe 1¢ 
+} 


til re 


There are some cases tlthough a 


spare venerator eNist oulat anda 


spare generators have been connected to 


thie power main ot double-throw 


witches in order to save on. connected 


load chat Cs In this case new a.c. connect 


ny switches must be provided, and the 


mains must be checked t ee it they are 


of sufhcient capacity for both lamps 


Phe new aluminum surtaced screens re 


st ~~) al rol thon ' nit 
CTEOSCOPIC PTaper or ire quite 


directional 


The light 


reflected from these 


reens produces considerable gain in’ the 
enter of the house (even overcoming some 
of the loss from the port filters), but it 


ro] ott very rapidly Tor the sides ot the 


I 


rhe ti vomney below the reflec tion of a regu 
vhiite screen ( onsiderable research 
must be onducted in this area to help out 
theatres with wide auditoriun 


THE FIELD PROBLEM 


I he 


vith the arrival of third dimensional pro 


changes which are being produced 


ection of any type naturally are still in a 


tate of vreat flux With major producers 
dealing with the technique separately it is 
impossible for major items of equipment to 
be mantactured with inhy degree ot stand 
irdization 


| his lack ol 


burden of 


co-ordination places the 


main smooth continuous oper 


ition entirely in the hands of the theatre 


engineer and projectionist Upon their 


‘rasp of the new theories, their knowledge 


of field conditions, their ingenious installa 


tions and their alert operation will greatl, 
depend the future of 3-D motion pictures 
in the theatre 


( 


810 Gagliardt, a Vassachusetts 


Institute of Tee 


graduate of 
Anology 
and 


years. Until ree 


heen a_ theatre 


Has 


projection and sound maintenance enginee? 


for more than taventy ently he 


as a technical ex Marner Bros 


i cutive will 
Theatres kp 





Carbon Burning Rates 
Relative to 3-D Reels 








' 
HETHER light source changes would 
need to be made at a specific the 
itre tor third-dimension (stereo) projec 
tion, and what these adjustments might be 
an be judged by the burning rate of the 


positive carbons used in the trim tor regu 


leat operation requiring: a single projector 


Below are burning rates in a comprehen 


3-D), 


that 


ive range of trims practicable for 


it representative current conditions 


should supply basic guidance (they are from 
the latest National Carbon Company 
manual ) 

\\ ith reels no larger 


eter being vet available or 


3-1) 


than 23 inch di im 


otherwise feas 


ble, projection of a feature calls tor 


interruption of the picture by at least one 


ntermission. Uhis is the pattern introduced 


by “Bwana Devil’; that production, how 


evel is also ivailable in three as well is 


two sections Foota res and running times 


is tollows 
IN'TFERMISSION: Section 1 


48 5-foot explaining use 


of “Bwana Devil” are 
ON] 


includes yrologue 





4076 45% min- 
3544 feet, or 40 minutes. 
IWO INTERMISSIONS: 
2604 
2462 
2554 feet, or 28 


Reels of 


ot spectac les feet, or 


utes; Section 2 
Section | 
Section 2 


feet, or 29 minutes; 


feet, or 27 minutes; Section 3 
minutes, 
and 5-inch 


feet for a 


23 inch diameter 


hub hold approximately 5000 


total running time of 55 minutes. 


Positive carbon burning rates in inches 
per-hour are as follows: 


Condenser Lamps: 


13.6x22—8 inches at 125 amps, 68v; 


17" inches at 150 amps, 78v. 


H. |. Reflector Lomps: 


9x17 rotating—12 inches at 75 


amps, 44v; 16 inches at 80 amps, 45v. 
9x14 suprex—15 inches at 75 amps, 
(<, 
9x20 rotating—I4 inches at 75 amps, 52 
amps, 52v; 22 inches at 85 amps, 58v. 
10x20—20 inches at 100 amps, 60v. 


Sx14 suprex 


ll inches at 65 


15 inches at 70 amps, 40v; 
amps, 38v. 

It at least is highly questionable whether 
the 


projection of 3-D pictures; in any case, the 


low-intensity arcs are competent for 


burning rates are so slow as not to be a 


factor, 


SPOTLIGHTS FOR FLOOR SHOWS 


see 0) ee 


sassh_ os 


one @ 






High-intensity arc spotlights with automatic arc 
the 
Toledo, are used by a number of 
Las Vegas hotels to light stage and floor shows 


controls, manufactured by 


Corporation 


Strong Electric 


Typical of the hotels’ control rooms is the one at 
the Sands Hotel, shown above. Space has been 
adjustable, self-regulating 
transformers with these spots, rather than spot- 


conserved by using 
lights that require heavy rotating equipment. A 
trim of carbons burns 80 minutes. Using a two- 
element, variable-focai-length, objective lens sys- 
tem, together with a silvered glass reflector, the 
hotels can procure a sharp-edge spot from head 
to flood. The horizontal masking controls can be 
angled 45 


slide color boomerangs permit the embellishment 


in each direction. Fast-operating, six- 


of any act by the use of light of any color. 
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Organizing and 
Training a Staff 


(Continued from page 20) 


control is one which fills the ramps trom 
the front—as, for example, making avail 
able to the earlier arrivals the first seven 
ramps of a twelve-ramp theatre. 

In all 
early, he should not be directed to park his 
car toward the end of a ramp when there 
are more preferred locations starting trom 
the center of, say, Ramp 8, and continuing 


fairness to the patron arriving 


towards each driveway at equal distance. 
A reasonable stopping yoint betore actually 
reaching the outer edges ts five speaker posts 
driveway. Upon. reaching 


in trom. each 


this point, [ recommend immediately 


changing to Ramp 9 and proceeding in a 
similar manner for later parking. 
Occasionally you will get patrons who 
greatly prefer to go into a ramp farther 
back than those which attendants are filling 
before the first show. ‘Vhe attendant may 


indicate to the driver to enter, say, the 
seventh ramp, whereas he wants to enter, 
perhaps, the ninth, which is still closed. “To 
vet the driver to enter the seventh ramp 
instead takes a bit of tact if the attendant 
is to create good-will instead of its opposite, 
argument. ‘his 


be handled 


driver 


with the chance of an 


kind of situation can usually 
satisfactorily by indicating to the 
that he can park in the open ramp now, 
and as soon as the ramp he wants is open, 
the attendant will come and notify him. 

Then the attendant should be sure to 
keep his promise. When he does, the patron 
may decide to stay where he is; but even 
if he stays, he is pleased with this kind of 
attention and the theatre has made a friend. 

Another reason for systematic parking is 
protection of speakers. We all are fam- 
iliar with the “Sunday driver.” He is the 
one who attempts to park his car in a 
radius turn only 6 feet away from the 
speakerpost, when he should be 26 feet 
away! Every driver should be directed into 
a proper location next to the speaker post. 
In this manner he will not be placed so 
close to the post as to make it impossible 
for him to open the door of his car should 
he wish to get out, or so far away from 
trom 
this 


the post as to prevent another car 


parking alongside at all. Unless 
method is followed consistently, it is not 
unlikely for a driver to hit the post, or 
catch his bumper in the speaker cord hang 


ing down from the speaker itself. 


HANDLING EXIT TRAFFIC 


It is 


ment to be efficient in assisting the patron 


equally important for manage 
to leave the theatre, especially at the break 


Immediately 


of a complete performance. 


BETTER THEATRES SECTION 


after intermission and then again at 
the end of the 


the following should be screened: 


fine, 


feature, a trailer similar to 


For the safety and convenience of every 
kindly 
traffic directions upon entering and leaving 


the theatre. . Thank ‘you. 


One, VOU are ré quested lo follou 


that at drive-in 


theatres there are no attendants in evidence 


With all the 


noise of horns blowing, scratched tenders, 


L have observed some 


upon the break of a show, 


and the agyressive driver maneuvering tot 
position to beat the other fellow out it is a 
wonder that the operation has any business 
after a short time. 

A procedure that produces a smooth flow 
of exit trafic is to divide the theatre into 
two sections, each representing about half 
the capacity in a twelve ramp layout, for 


example, from the first to the seventh 


ramp tor one section, and ramps 8 to 12 
tor the second, 

With this method, we 
at a time from the lowet 
trathe 


highway or tO a 


let out ten cars 


ramps imto one 
lane of leading either to the main 


secondary artery away 
trom the premises. 

Where the ramps become much longer 
and the trafic moves more rapidly, a count 


of fifteen cars can be permitted to exit con 


veniently—that is, fifteen from Ramp 8, 
then stop; next fifteen trom 9 and stop; 
fifteen from 10, fifteen from II, fifteen 


from 12, then fifteen from 8, ete. 

In a 600-car theatre you might have 400 
cars leaving, some from every ramp. ‘This 
will take the playing time of three 78-rpm 
non-synch recordings. 

One good procedure when cars are leay 
ing in such large numbers is for the man 
ager or owner to be out on the exit drive 
waving 
friendly 

Management of a drive-in is interesting. 


“good night” to his patrons. “This 


gesture is ‘icing on the cake.” 

By his enthusiastic example, the manager 
can surround himself with a staff of em 
ployes who also find it interesting and 
that’s a feeling that will wipe off on a large 
part of the patronage. 


Theatre Men 
Against the River 


(Continued from page 10) 


dictions call for 40 or 50 feet above normal 
level, there’s much hard, cold and fast work 
ahead for every able-bodied man and boy 
I very alert downtown businessman has his 


own detailed plans tor every move, and a 


trained emergency squad with equipment 


standby. 


The three downtown theatres. all owned 


and operated by the Shea Circuit, are en 


trusted in such emergencies to the sole 


\l irietta flood veterans 


resident 


judgment of three 
Durty 


assistant n 


Durward manager; Llovd 


Miller, 
Hanold, chiet 
Fach has had more 


inagel ind Arthur 


technician ind maintenance 


than 25 years ot 


man. 
experience in guiding showshops through 
freshets, and again and again the wisdom, 


planning, speed and quiet efhciency of these 
three have saved many thousands of dollars 
Phe Colony is the biz luxury house. hav 


modern tur 


fully 


ing 1200 seats with the finest 


nishings and equipment and a huge, 


It plays the first-runs, oc¢ 


rigged stage 
sional road companies and stage units 
Across the principal business street is the 
smaller, older Putnam, 600-seat iction 
house.” 
\round the 
the Ohio. 
roadshow type pictures and art house film 


\l irtetta Col 


corner is the newest hous 


seating YS) and dedi ited to 


It cuters to the students ot 


leve 

All three theatres, like most newer down 
town business places, have been built with 
special flood resistant construction. Floors 


are sloped and walls are such that all can 


when the waters re 
blocked off 
cannot back in but 


level \ll out ide 


heavy to restst pressure 


be hosed down easily 


cede Sewers can be o that the 


water must enter trom 


the street doors are ye 
equipment 
moved hastily 


\nd there 


uptown 


cially 


is installed so that it can be 


and without too much damaye. 


is a specially designated torage 


place for every item 
When the siuns say the 


water will reach 


40.5 feet, which will put it in the front 
rows of the Ohio, the lowest theatre, Duty 
\liller and Hanold wing into swift action 


\ local contractor has a standing agreement 
to supply immediately twenty strong-backed 
men and sufhcient trucks 

Out voes 


which 1s rolled up to a place of satety just 


everything except the screen 


below the ceiling. Six bolts are removed 


from each of the 585 seats; special wrenches 


are ready, and special boxes for each type 


bolt. In turn follow the drapes, carpets 
exit-lights, doors, light fixture heating 
equipment motors, speaker toilet fixture 
display frames, box-ofhce equipment, rect 


fiers and other electrical apparatu lwo 


big tractor-trailers have brought with them 
blocks and 


tackle to remove projection 


he ids and others heavy y preces \ high level 
warehouse, under lease, has a pecial place 
tor every item 

lhe crew move with quiet efhcrency 
ind peed peed, speed It takes the twenty 
men, with the three toiling manage ten 
hours to clear the house It usually take 
t little whiskey too one ha to ruarad 
ivaibst pneumonia ! \l inietta hha i tradi 
tional “‘whiskev-stage of the river ore 
worthy burghers drink then who never 
touch a dre p at other time 

he last item out of the Ohio theatre 

in aluminum boat which is stored for such 
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equipped with oars, ten 
r coats tor 

tor the tir 
which 


wl 


role 
nd the equipment yvoe 
varehouse 

Colony is just across the street 

ind sometimes it can 

But 


you'd bette: 


with ind Day 
| 
complete 


onfhidence howe im its 


Milles and Hanold ind 


‘ thout question the vill { ye even 


thre eteran 


rardsmes Put 
thre S40) tor wi 
( ¥ rald 


York once 


Don't dare ch that item 
in New 


That money Was 


head of the circuit 


well 


iuditol 


if those tellow iy they needed 


it liquor they w 


ree house 


it does have sate, upstair 


balcony and upper dressing 


md the equipment doesn't have to 


three 


i the 
take the 


building lo move the 


havtise emergency crew 30. hours 


cold, and often 


hard 
|}: lood 


whe n the early 


or continuous fist 


hare 
round-the-clock labor usually come 


14 
cold weather 


in miserably 


pring rains melt the mountain snows 


With the crest 


or two 


comes brief rest, a day 


with nothing to 
lhe three 
shifts 


ippiny waters 


Ometinie several 
do but keey in eve 


tuke 


} 
it¢ cold 


aon) prope rtie 


manavel turn in eiht hour 
Nights 
ire but teu 
othee 

In thie 
VCiIM ind 
thodical Lhe 


inch with high-pressure hoses; a 


whe n thie 


tect below the second floor 


return, the proce Is just the re 


just as well-planned and me 


receding waters are tollowed 


inch 
drains the base 


special, heavy-duty pumy 


lowe! iuditoriums into the 
Heatiny 


turned on full power. As 


ments and 


streets equipment ~oes 


muddy 
back first 


is walls and floors dry, the equipment 


ind ts 


fast 


Is returned piece by piece | \tra boxes ot 


new bolts are ready to replace units lost, 


broken or rusted. Ina tew davs the theatres 


ine reopened 
Fresh bright displays in cases and win 
receding down. the 


Mariettans 


dows tollow the wate: 


treet litera toot toot 


take yvrea speed with which 


they achieve . as usual.’ In a tew 


d i\ out-of-town sieht SCCl \“ he h ive seen 


th flooded street in the papers ind news 
trace of the 


tood 10, 


ree! ire amazed to tind no 


flood whe fe a week ivo wate 
ye hap 1) teet deep 

his happily doesn’t happen every vear 
Phe Putnam has been Hooded but | 
Phe Colony’s three 


n 37, 43 and “48 


tine 
mee it opened in 1915 
most recent floods were 
hw had at tour 


Lhe lower theatre has 


times in the last five vears 
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THEATRE 
MANAGEMENT 


sontinued from page 15) 


which would benefit 


dorsement by 


coming up from en 


some particular group ot 


patrons, by all means arrange a screening 
to which a selected number may be invited. 

Sneak previews” usually come at the 
end of the run of another picture and are 
hown in place of the final show. This cuts 
when a sneak is 


out overtime resulting 


thrown in on a so-called “Midnight Show 


EMPLOYEE MEETINGS 


The amount of time to be set aside 
weekly for meetings with your employees 
will, of course, depend largely upon. the 
ize and tvpe of operation you conduct, It 
yours is a closely knit organization, you may 
not need many formal employee meetings ; 
but if yours is more an administrative post 
tion with a great many employees and sep 
trate departments, it will be found that 
regularly scheduled meetings with the em 
plovees are not only helpful but absolutely 
essential to a smooth operation. 

If a 
a real purpose, it must be handled in such 
that frank ex 


chanye of ideas and full airing of any sug 


meeting with employees Is to serve 


i manner there can be a 


veneral criticism 


If some of the 


vestions, complaints Or 


which arise on either side. 
complaints seem unusually rough and. sur 
prising, the use of an employees’ sugges 
tion box might be undertaken. Vhis might 
serve to take some of the sting out of com 
ments offered first-hand in an assemblage 
where no time is available to dig up the 
answers. 

Personal criticisms oy either the manager 
or the employees should be discouraged at 
these group meetings for many obvious rea 
sons. They are much better settled in priv 
acy by the parties involved. On the other 
with 


hand, that personal pat on the back, 


congratulations for a job well done, will 


be most welcome while all the other em 
ployees are assembled and witness the act. 
Vhis will please the recipient and encourage 
recognition. 


the others to work for similar 


OPENING DAY ROUTINE 


It is generally accepted policy that the 
manager will watch the first complete show 
on each change of program. ‘This is to see 
it there should be any changes in the sched 
uled times, that it is a smoothly run show, 
ind that any minor details of the presenta 
tion, such as lighting and musical effects, 
ire properly handled. Occasionally, also, it 
is found desirable to edit the newsreel and 


the trailers to meet local conditions. 


Haven't sometimes said, “I simply 


do not have time to think”? Frequently the 


you 


theatre manager must feel that way, caught 
as he is between rapidly changing pictures 
and the multitude of daily details requiring 
his personal attention. In spite of this, or 
because of it, he simply must set aside time 


on his weekly calendar to think. 
TIME TO THINK 


‘This short though it may be in 
actual hours, can be more profitable than 
all the other week. 


and figuratively 


time, 
hours of the Here 1s 


time to re-orient himself 


climb above the trees to get a vood look at 
the forest as a whole. His primary course 
of action should be directed to the ultimate 
success and profit of the theatre as a busi 
ness institution without too many distract 
matters. It is most 


to think! 


ing detours for minor 


important—take time 


The next installment in this series will 


be concerned with floor operations and the 


staft. 


sery ice 





Charlie Jones Says 








(Continued from page 17 


pictures. Leo tied several dogs to various 
lamp posts around town, fed and cared tor 
“Tm 


Simple, 


and a sign near them read, 


here for My Pal 


Showmanship. 


them, 
Waiting Gus.” 
cheap and ettective, 
‘Today I saw a report that the Conn In 
strument Company loaned the biggest bass 
drum in the world to a theatre to exploit 
“Stars & Stripes.” Now 
you from getting some empty butter-milk 
that the 


what's to hinder 


emulsion drums farmers use, oF 
some old hat boxes, paint them up, string 
them to look like drums, put the title and 
dates on the faces of your ‘‘drums” and 
hang them in the right spots around the 
towns vou bill? 

It might not be the biggest drum, but 
quantity will make up for quality and peo 


ple will talk about the picture. Why? Be 
And 


school 


was advertised differently. 
high 


either mn 


cause it 


naturally you’d want your 


band to play a concert front ot 
your theatre or on the stage the night you 
open with “Stars.” “Pwon’t cost anything 
except some See what I mean? 

Well, I gotta be off to my 
and butter-milk drums and paint brushes. 
What’s my hurry? I don’t play it until 
the middle of April! ... This would be a 


vood business if vou didn’t have to work 


Passes. 


coping saw 


sO hard at it. 


oa 4 
OLE 
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Now more than a million RCA speakers offer 


you proof of performance, proot ot depend 


able operation in all kinds of weather. 


Over the vears, since the advent of drive- 
ins, these RCA speakers have withstood the 
torture of sun, wind, sand, and rain in drive- 
ins across the nation. For all-weather, vear- 
in-and-vear-out dependability, your best buy 


is the RCA speaker, the only speaker proven 


so reliable that more than a million have 
been sold and put in use. 

RCA draws upon a broad background in 
electronics and design to bring you the finest 
sound reproduction a drive-in speaker can 
deliver. In the RCA speaker you'll find only 
the best in speaker design. No extra attach- 
ments to impair speaker performance —no 


non-functional elements. 


THEATRE EQUIPMENT 


RADIO CORPORATION of AMERICA 


ENGINEERING PRODUCTS DEPARTMENT, CAMDEN. N.J. 
In Comada: RC A VICTOR Company Limited, Montreal 


For trouble-free operation, for the finest i 

sound, it will be worth your while to check 
RCA speakers and RCA prices. In the wide 
range of RCA speaker models, you'll fin 
there’s a speaker that’s right for vour opera 
tion and right for your budget. Remember 
youll be getting the industry's only million- 
proof speaker. Contact your RCA Theatro 
Supply Dealer now 





To get a true picture of the on-the-job qualities of 
SIMPLEX IN-A-CAR SPEAKERS, a number of speakers 
were taken directly from stock and subjected to the 
toughest test of all . . . two full years of day and 
night exposure to the weather’s worst — sun, wind, 
rain, and cold. 

At the end of the two years, these speakers were 


given a rigorous performance test . . . and they still 


sounded clear and loud enough to be in the radio 
in your home! 

isn’t this exactly what you want? Year-in, year-out 
quality, without worrying about the cost of repairs 
and premature replacement? Your good business 


sense tells you to specify .. . 


1M, REG. U.S. PAT. OFF. 


IN-A-CAR SPEAKERS 


* 





